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THE GREATEST NAME @ IN SHOES 


For 64 years, to thousands of men, the Douglas name has stood 
for dependability and value. Now, Douglas surpasses all past 
performances with a line which not only gives all the features 
that have made the name famous, but also gives the retailer a 
more generous mark-up than ever before, and a better profit. 
Hundreds of buyers from coast to coast have seen the new 
Douglas line, enthusiastically bought it, and say that no retailer 
of men’s shoes should fail to investigate this opportunity to 
improve his sales and profit position. 


Write us today for complete information about Douglas Shoes. 


RETAILING AT 
$6.50 $5 .00 $3.85 


QUANTITY DISCOUNTS COOPERATIVE LOCAL ADVERTISING 


























Douglas $5.00 and $6.50 Shoes are now made over “Down-to-the-Wood" lasts . . . a distinct 
improvement in fit and appearance. 


200 CHURCH STREET, NEW YORK BROCKTON, 
HOTEL LANKERSHIM, LOS ANGELES MASSACHUSETTS 
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MIERLE THORPE, editor of THE 
NATION’S BUSINESS, at the 
N. R. D. G. A. Convention, said: 
“The flow of new things into re- 
tail channels is the life blood of the 
retail business. It keeps it from 
dropping to the dead level of store- 
keeping, as against lively merchan- 
dising. Without this pressure of 


salesmanship upon us, our stand- 
ards of living would drop daily. 

“No less an authority than the 
President of the United States has 
said that every dollar comes from 
the sweat of someone’s brow. The 
dollars know this. The dollar knows 
how it came into being. It was no 
twilight sleep. That is why it is 
cautious. It loves life. It takes as 
few hazards as possible. It wants 
to work. Like humans, it has the 
urge to reproduce itself. When it 
adventures boldly, again like hu- 
mans, it does so in the hope of re- 
ward and acclaim. Where many 
dollars are found in one pocket, 
there is less caution. 


B: thell 


“The single dollar in a thousand 
pockets cannot afford to take the 
larger risks. Trustees of depositors’ 
dollars, your dollars, must be 
doubly cautious. 

“Why are dollars less eager than 
ever before in the United States to 
put on overalls? Why? 

“Dollars—and the men who man- 
age them—have heretofore in the 
United States of America had an in- 
centive to take chances in thousands 
of industrial undertakings. 

“Dollars—and the men who man- 
age them—gave us our industrial 
stride because we permitted them to 
see far down the road by giving 
them a government of laws and not, 
as in other countries, and as we are 
doing today, a government of men. 





“Dollars—and the men who man- 
age them—gave us our industrial 
supremacy because our courts, un- 
der the Constitution, through a 
dozen stormy periods of stress, gave 
protection from the demagogues 
and their attack upon success with 
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HAND 


the accompanying confiscation of 
income and property. 

“Business may respond tempo- 
rarily this coming year to govern- 
ment spending, but in the long run, 
business will not get better, nor 
jobs increase, nor standards of liv- 
ing stop falling, unless America re- 
turns to the old-fashioned common 
horse sense for which our people 
were once famed.” 


il 





A new “loss-leader” bill to govern 
retail and wholesale business was 
introduced in the State Senate at 
Albany, New York, and has the 
sponsorship and support of the In- 
ter-Trade Industry Committee, com- 
posed of leading national, State and 
local distributive trade associations 
in New York, representing more 
than 100,000 retail and wholesale 
outlets. 

The bill prohibits the sale, at less 
than cost, of items either at retail 
or wholesale, and makes it a misde- 
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meanor for anyone who sells or 
offers to sell, at less than cost, “with 
intent to injure competitors or de- 
stroy competition.” Advertisements 
are considered prima facie evidence 
of such intent. It also makes con- 
tracts made in violation of this law 
illegal and void, with no recovery 
at law. 

Exemptions from the law include 
isolated transactions not in the usual 
course of business, bona fide clear- 
ance sales if advertised or marked 
as such, perishable merchandise 
sold to avoid a loss, damaged mer- 
chandise, final liquidation sales and 
contract sales to government insti- 
tutions. 

- . 7 
THE British Board of Trade put 
into effect on January 1, 1940, an 
order containing a schedule of goods 
which would be price-regulated 
from that date. War is a discipli- 
nary thing but unfortunately price 
regulation is something that is re- 
membered by the public years after 
the emergency that created it. There 
is no fear of shoe shortage in Eng- 
land. This is evidently part and 
parcel of a plan to reduce all ex- 
penditures for consumer goods to 
release that money for war bonds, 





Old timers in the shoe business 
will remember the vigorous fight 
put up by Andy McGowan, then 
president of the N. S. R. A., to pre- 
vent grade grouping in America 
and price regulation at retail. Also 
the strong campaign by the Boot 
AND SHOE Recorper. If the war had 
continued after 1918, in all prob- 
ability retailing would have been 
forced to some such plan as a war 
economy measure. 

The Shoe and Leather Record of 
London says of the order effective 
January 1, 1940: 

“It should be explained to the 
public that this Order does not fix 
prices for goods—as seems to be 
widely supposed—but merely indi- 
cates the grade of article which can 
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BOOMERANG 








—Voltaire, the great French philos- 
opher, once said . .. 


"Men will continue to commit 
atrocities as long as they continue 
to believe absurdities." 


—This truism applies as aptly to the 
world of industry as it does to the 
realm of philosophy. 

—Those business men who believe, 
or think they believe, that they can 
attain success and profits by "chis- 
eling™ the other fellow out of the 
picture, are committing atrocities 
against all the laws of ethical con- 
duct and good business practice. 


—And these very laws form the basis 
of economic sanity and safety. 


—If we honestly endeavor to prove 
to ourselves that our beliefs are 
true, we may be sure that we will 
not commit economic atrocities— 
which in the long run serve only 
as a boomerang to destroy our 
own best interests. 


SU Tbe 


President 





be made subject, if necessary, to 
price regulation in accordance with 
the method defined in the Act. They 
include men’s shoes of the type 
which at August 21] last were selling 
at prices up to 20s per pair, and wo- 
men’s shoes up to 17s 6d per pair 
—in other words, all footwear of 
good medium quality and below. 
“An important point to be noted 
is that materials from which these 
goods are made are not price regu- 
lated and this fact may prove an 
important matter in fixing any per- 
mitted increase in prices to cover 
additional costs incurred since the 
outbreak of war. Some apprehen- 
sion is already being expressed by 
producers and distributors on the 
manner in which the Act which un- 
doubtedly confers very wide powers 











on the Board of Trade, will be ap- 
plied, but past experience should 
convince them that it is not likely to 


be used unfairly.” 


WY ALTER S. SCHMIDT, presi- 
dent of Realty Factors of America, 
Inc., at the 29th Annual Convention 
of the National Retail Dry Goods 
Association, said: 

“The community itself has a 
distinct interest in continuing to 
possess sound centers, quickly ac- 
cessible, convenient, attractive to 
visitors, and offering complete fa- 
cilities in stores and shops, office 
and loft buildings, banks, hotels, 
places of amusement. Those who 
have concern for their cities and 
particularly those who have a larg: 
financial interest in central Busines: 
Districts, must make it their busi 
ness to understand what is happen 
ing, must adopt such immediate 
corrective and protective measure: 
as are available and develop con 
structive long range policies for the 
future. 

“Some corrective action is pos 
sible in connection with congestion 
Merchants have fought non-parking 
regulations, for instance; but afte: 
all, in the average large city, not 
more than one per cent of the auto- 










mobiles entering the central district 
can be accommodated by curb park- 
ing. It would seem wiser to limit all 
stopping to the brief time necessary 
for taking on and discharging pas- 
sengers. In most of our cities, 
traffic in the congested area moves 
at the rate of about five miles an 
hour—ittle better than the speed of 
walking. This can well be increased 
to ten or twelve miles an hour by 
thoughtful regulatory proposals and 
changes in practices which slow 
down movement. Another evil need- 
ing attention in many cities is <is- 
criminatory legislation, municipal 
or state, harmful to the more valu- 
able real estate or to the businesses 
using it. In tax matters ceniral 
property and the larger stores and 
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institutions are generally lvoked 
upon as fair game.” 
DUDLEY J. MORTON, M.D., Pro- 
fessor of Anatomy at Columbia and 
now conspicuously in the public eye 
as an authority on feet, has an 
article in the February Ladies Home 
Journal on “How Are Your Feet?” 


The April issue of Readers Digest 
gave excerpts from his book: “Oh, 
Doctor, My Feet.” In it he said: 
“We have two favorable omens to- 
ward a healthier foot future—the 
painted toenails, indicating foot 
pride, and the increasing determina- 
tion of our young people to be com- 
fortable in their feet by wearing 
comfortable shoes whatever the haz- 
ard to time and place.” He is the 
author of not only that book, for 
the public to read, but the text book, 
“The Human Foot.” 

We are rather proud of his ac- 
complishments as an author, al- 
though he is internationally known 
as an anthropologist for we have 
seen in his laboratory two anthro- 
poid apes “in pickle” which he ob- 
tained through the courtesy of the 
Belgian government from the Bel- 
gian Congo. Readers of the Boot 
AND SHOE Recorper will best re- 
member him for his articles in the 
Recorder some six years ago. 

” * a 


PIGSKIN, used in Germany for 
years in the manufacture of gloves, 
book bindings and fancy articles, is 
now being substituted in that coun- 
try for calf and goat skin leather in 
the manufacture of shoes because of 
the current shortage of raw mate- 
rials. 

According to information received 
by the Commerce Department from 
Vice-Consul William P. Shackley, 
Jr., in Dresden, Germany, experi- 
ments in the preparation of hog and 
pig skins for the leather industry 
have proved successful. Abbattoirs 


‘in Germany are using the same 


methods for curing pigskins which 
until recently, the report said, were 
used mainly in Yugoslavia. 

. . o 


eJAMES J. LYONS’ passionate 
loyalty is to the Bronx, where he is 
Borough President, yet he never for- 
gets to tell the world he is a “leather 


Meyer Berger writes in the New 
York Times: “Mr. Lyons is six feet 
tall, weighs 200 pounds and is gray 
at the temples. He favors dark 
clothes and white shirts with stiff 
collars. No jewelry. His taste in 
cravats is open to question. His 
particular pride, as a leather man, 
are his boots. He wears only goat- 
skin shoes, made to order at $30 a 
pair. He keeps twelve pairs in what 
he calls ‘my active wardrobe.’ ” 

- aa +. 
DR. LEWIS H. HANEY, Profes- 
sor of Economics at New York Uni- 
versity, at the National Retail Dry 
Goods Association convention, said 
in part: ' 

“We Americans are incorrigible 
optimists and idealists, but (occa- 
sionally) we do learn that we can’t 
get something for nothing. And 
that, being interpreted, means that 
you can’t pay high wages for little 
work; you can’t create purchasing 
power by decreasing production; 
you can’t borrow yourself out of 
debt. Nobody ever became pros- 
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perous by working only 30 hours 
a week! 

“I think that we are learning 
these lessons well enough to last 
through a generation to come, and 
that this will insure confidence in 
the fair and honest treatment of 
capital and enterprise, so that in- 
vestment may be made with reason- 
able confidence, and that any honest 
business enterpriser may be reason- 
ably sure that if he makes money 
he can keep it! Therefore, I believe 
that we are on the way. 

“How do I feel so sure of this? 
Well, I know that, under such con- 
ditions, we have prospered in other 
times, even in war times. Indeed, 
there is a real possibility that a 
boom may develop this Fall—not 
later than November 11. I do not 
believe that we are going to plunge 
directly from here into ‘deflation’ 
and another depression. I believe 
that, if the nation ‘swings right’ 
this year, as now seems probable, 
the forces of optimistic credit-infla- 
tion will be unleashed, and that, in 
a spirit of renewed business confi- 
dence, there will come an employ- 
ment of capital that will insure full 
employment for all laborers who 
want to earn their living. In this 
event, there will be no need of arti- 
ficial purchasing power. Real pur- 
chasing power will be created by 
production of valuable goods.” 





“Smile, Frank—That wealthy new customer's boy is out front.” 





j’ 
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New and Larger Geuting Store in Ardmore, Penna., Is 
Equipped with the Mest Medern Refinements and 


Facilities for Efficient, Up-To-Date Service to Customers 


Hat and handbag bars in the main shoe salon of the Ardmore store. 


The 


cabinets on which the bags and hats are displayed have room inside 


Suburban 


G@EUTING’S, Philadelphia, opened a new branch shoe 
store in Ardmore recently which has Summer and 
Winter air-conditioning, compact arrangement and 
modern facilities for shopping convenience. The former 
Ardmore Geuting store has been discontinued, and this 
new and larger one in a different location takes its place. 

Carrying men’s, women’s and children’s shoes and ac- 
cessories, the new store is on a corner, affording it seven 
windows for the display of merchandise and two addi- 
tional windows with open clear glass centers, frosted 
around the sides, so that people can see into and out of 
the store. Space comprises two floors; the main one for 
selling and display measures 58 by 34, the second floor 
is 28 by 28 and is used as a stockroom. Built-in air- 
conditioning units will assure Summer shopping com- 
fort. The store is also heated through the air-condition- 
ing system. 

Wood paneling in natural white primavera has been 
used throughout the main floor, with taupe and red 
trim, red carpeting and red floor bases. Illumination 
is done with flesh-type louver lighting throughout the 


for stock. 


Shoe Shop with 


selling space, with recessed built-in display spaces in- 
directly lighted from top and sides. Fitting chairs are 
of white leather and chrome, with additional lounge 
chairs in yellow leatherette. 

In addition to the shoe fitting and display space, the 
main floor has a handbag bar, hosiery corner and 
counter and wrapping desk. Wing type cabinets in one 
end of the space serve a double purpose as partitions 
which also have built-in stock space for shoe findings. 
bags and hosiery. These are used in the men’s and boys’ 
section, making a separate and convenient nook for 
these customers. The partitions also carry removable 
trays for men’s and children’s hose, which can be 
slipped out conveniently and shown with the shoes. 


BRUILT-IN open type displays are used at intervals 
throughout the space to show shoes in ensemble group- 
ings with the other merchandise carried. All regular 
shoe stock is hidden, but other displays can be made 
on top of the partitions and ledges in the selling space. 

The seven outside display windows use a combination 
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Corner view of the 
new Geuting’s store 
at Ardmore. Note 
the ample display 
space and the corner 
window. 


CITY ATMOSPHERE 


of fluorescent and spot lighting. The rest of the outside ting’s display manager, who plans this store’s window 

of the store is of grey and medium blue structural glass displays as well as those of the main Chestnut Street 

and aluminum. Awnings are of grey, blue and white. store and the other branch stores. Bertha Funkhauser 

Fluted ground glass is used around the open windows, is manager of the Ardmore store and the rest of the 

with clear glass in the center. personnel includes three shoe fitters, a hosiery and ac- 
The new store was designed by Craig Embree, Geu- _cessory sales clerk and a cashier. 


Exterior view of the Ardmore store, showing 
one side of the L-shaped store front. 





BB ok 








Make the 


THERE is no period of the year when your window 
displays are unimportant—least of all February. When 
newspaper advertising is curtailed, as it is likely to be 
in this month, windows become especially important. 

Your newspaper cannot depend upon “scarehead” 
news to maintain reader interest. An unusual event 
may “up” sales, but circulation must be maintained 
through features aside from general news, of interest to 
various reader groups, including personals and reports 
of social and sport gatherings. 

February is that kind of a display month. There’s 
some “new shoe news,” but not enough for big displays 
in the more northerly sections, where they are more 
likely to start around the first of March. There are, 
however, a lot of opportunities to tie up with national 
and local activities that will keep the public interested 
in your windows—and it’s good to get people in the 
habit of always watching your windows because they are 
alert and interesting. If you increase the “regular cir- 
culation” of your windows you are increasing their sales 
value. 

This year National Defense Week, February 12 to 22, 
holds more than usual interest. This is a recruiting 
drive to which many advertising media and agencies are 








Make the most of the between-season with a dis- 
play like this. The side panels illustrate Winter, 
while the center suggests the imminence of Spring. 
Can be used to display shoes for the transition 
from one season into the other. 


MOST of February 


contributing facilities without charge. Magazines, busi- 
ness papers and newspapers, radio stations and trans- 
portation advertising organizations, are all included. 
The campaign is under the direction of Major Thomas 
B. Woodburn, the Recruiting Publicity Bureau, United 
States Army, Governor’s Island, N. Y. 

While not strictly a merchandising promotion, th: 
wide attention given to defense makes it an excellent 
opportunity for tie-up. The timing, Lincoln’s Birthday 
to Washington’s Birthday, suggests the decorative moti! 
that can be used. Get in touch with patriotic societies 
and others who may be able to loan items of interest 
Local recruiting stations should be able to tell you how 
and where to get the specially designed posters, if they 
are wanted. 


FOR a merchandise tie-up, have adjoining displays 
showing lasts suited to both men and women in “active 
service” of every sort, stressing that Uncle Sam knows 
the importance of good feet. 

Boy Scout Week, February 8 to 14, is another oppor- 
tunity for tie-up, using the code flags and scout equip- 
ment, and cooperate with local Scout troops for other 
items of interest. 
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February Can Be a Most Successful Month if Proper Attention 


is Given to Exterior and Interior Display. Make Your Windows 


Interesting and Customers Wili Find Interest in Your Store 


Sanger Bros., of Dallas, Texas, were very successful 
with an “Old Valentine Hunt.” Copy for one of the ten 
ads used read, in part: 

“The mad years rushing by have not dimmed the 
quaint and lovely charm of the valentines of yesteryear 

- . and many of them have found their way into mu- 
seums; others have been snapped up by private col- 
lectors. Still hidden away in Dallas homes however, are 
hundreds of these old valentines. Among them there are 
doubtless valentines of great historic significance and 
value. Every old valentine in Dallas should be entered 
in Sanger’s Old Valentine Hunt.” 

In the store they used mimeographed blanks giving 
the entrant’s name, address, phone number, date of 
valentine and the first line of the sentiment. Under 


“remarks” was put such information as the physical con- 
> 


Shoe Windows 


Interior display panel, or one 
which can be used to dress up 
a window display. The back- 
ground is of beaverboard, with 
cutout tulips on which are 
stands for shoe display. 





by R. E. ANDRUSS 


dition of the valentine, description of shape if unusual, 
and other special facts. 

Even if you do not care to go quite so far as this, 
by all means show merchandise attractively wrapped in 
an appropriate setting.” Parties and dances on Wash- 
ington’s Birthday and Valentine’s Day call for a display 
of evening shoes in proper atmosphere. The society 
editor of your paper can tell you of the important 
dances and parties that you can feature in your display, 
and where you can get copies of the invitations and so 
on for your decorations. 


BDON’T overlook wet-weather footwear either. There's 
need for protection in most sections during this month, 
and on into March. If open weather at the beginning 

[TURN TO PAGE 33, PLEASE] 
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1 THE shortest month of the 

yeor. Make every day 
count! Get out last year's rec- 
sees 0 aan eae we et Gat 


see whether it is coming in as 
wanted? 


HHI 
tite 
“iptts 
ne 
sitet 


dren's footwear? You should 
aive this line at least one win- 
dow a month. Don't to 
show hosiery, too! 


: you do, keep 
your plan simple, and it will be 








LINCOLN'S BIRTHDAY. 


Retail Shoe Store 
CALENDAR 
FEBRUARY 


For 


9 WHAT can you advertise 
today that will bring cus- 
tomers in tomorrow? If you 
have any new styles that con 
be advertised as Advance 
Spring Styles, it will help. A 
few good specials on hosiery or 
footwear will get some action, 
too. Do not use large space. 
Results will not justify it. 


6 BEFORE very long you ore 

going to be making a lot 
of use‘of your mailing list. Has 
it been thoroughly checked re- 
cently? Mailing lists have oa 
habit of getting out of date in 
a hurry if they are not taken 
care of. And no doubt you have 
some new names to add. 


9 YOU will of course give 
due space to women's 
footwear in your ads for today, 
but why not make Men's Foot- 
wear the BIG feature? Too often 
the men's footwear is neglected 
in building the advertising pro- 
gram. Yet it is a line that re- 
sponds to promotion, and 
should not be neglected. 


13 A NEWSPAPER ad to- 

fn featuring silk hos- 
iery as “The perfect Valentine” 
would be very appropriate. You 
could make a special offer, of 
2 or 3 pair of hose in a white 
box, tied with a bright red rib- 
bon, at an interesting price. 
The same offer might be sent 
in a letter to customers. 


YOUR stocks should b- 

very clear now, with a new 

just ahead, but if you 

have any styles to close-out do 

it now. Give each salesperson 

a list of them and tell them to 

make a special effort today to 

clear them all out by showing 
them to all customers. 





THIS is the day for that 

weekly chore, the check 
of stocks. If you do it thor- 
oughly, and then make use of 
the information it provides you 
will be more than repaid for 
your work. Your overstocks will 
disappear, your turnover will in- 
crease and your profit should 
increase, too. 


10 IF this is one of those 
cold, blustery Saturdays 
for which February is famous 
try having fresh, piping hot 
coffee on hand to serve your 
customers. They will be sur- 
prised. Whoever heard of o 
shoe store serving coffee? But 
they will like it, and it wil! be 
good advertising for you. 


1 VALENTINE'S DAY. If 

you advertised o gift 
box of hosiery for a valentine 
make a big window disploy of 
it today with some good dis- 
play cards. Many Valentine 
purchases are “last-minute’ 
purchases and such a window 
should pull in a lot of business. 
Tell all salespeople to mention 
the gift box. 
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16 TODAY'S newspaper ad 

had be a women's 
style ad. You must start talk- 
ing “Spring Styles." With an 
early Easter—March 24th this 
year—you can have a good 


to got, Spring styles talk into 


9 6 GET more Spring atmos- 
phere into your window 
displays for this week than you 
have had . You may 
not wish to put in your Spring 
trim for another week, but you 
can do a lot with a few sprays 
of artificial flowers and foliage 
and some good display cards. 


17 TELL all your sales 

people to talk "Spring 
Styles" to every woman 
they serve. And see that they 
KNOW about the 1940 Sprin 
styles so that they can talk 
about them. If they read the 
BOOT & SHOE RECORDER 
every week they should be well 
informed about the coming sea- 
son. 


99 ARE you overlooking any 
chances for “plus” busi- 
ness in your community? For 
instance: who sells the local 
schools their baseball and track 
footwear? Who provides relief 
organizations with footwear? 
Are there any nearby institu- 
tions whose footwear business 
you might get? Look around 
you! Perhaps there is profit- 
able business you have been 
missing! 


97 IF you did not make oa 

mailing to your customer 
list last week on Spring and 
Easter styles then it should cer- 
tainly be done this week. An 
expensive folder or broadside 
is not necessary. Many stores 
get excellent results from well- 
written letters, well printed 
and mailed first class. 


Aes 


fo 
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19 CHANGE all of your 
« window displays 
and try to make them look os 
different from last week's win- 
dows as you possibly can. Use 
the Washington's Birthday 
theme on your display cards— 
and do not forget to remove 
them and substitute others 
when the holiday is over. Give 
Men's shoes a display. 


9 3 TODAY'S newspaper ad 

should certainly be oa 
style ad, and the Heading 
might well say, “Did You Know 
That 4 Weeks From Sunday Is 
Easter?" Then feature some of 
the new footwear styles and the 
new Spring colors in hosiery. 
Such an ad will get a lot of at- 
tention and will get results, too! 


28 THE weekly stock check 

day. And it should be an 
easy job for you this week, at 
the start of the new season. 
What do you do when your 
stock check shows a poor turn 
on certain numbers? Do you 
watch your check each week to 
see which price lines are sell- 
ing? 





BOOT anv SHOE RECORDER, January 27, 1940 


G. E. McLaird, shoe buyer for Hovland- 
Swanson, one of Lincoln's finest exclusive 
apparel stores, has been in charge since 
the shoe department was opened with the 
opening of the beautiful new store last 
August. Formerly with Woolf Bros. in 
Kansas City, Mr: McLaird is a great be- 
liever in quality merchandise, in follow-up 
of customers and progressive retailing. 


RECORDER 
Cameraman Visits LINCOLN 


Trimming the windows in a chain shoe store is 
a big job—any manager or assistant will testify 
to that fact. It was nearly midnight when the 
Recorper’s Candid Cameraman “spotted” this 
pair at the Barker Bros. store in Lincoln, Neb. 
On the right is Manager Sidney Levy, with 
Assistant Manager Elmer Beatty at the left. 
Thev didn’t expect to finish for several hours. 


E. E. Seeley, for the last two years shoe 
buyer for Magee’s in Lincoln, one of the 
city’s leading apparel stores, was with the 
Payne Shoe Co. at Topeka, Kansas, for 
more than 25 years. A strong believer in 
the idea that a man can neither sell nor 
buy efficiently without benefit of past ex- 
perience, he keeps an unusually complete 
set of records, uses them constantly. 
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Cc. C. Hainline, veteran shoe 
buyer for Miller and Paine at 
Lincoln, recognized as one of the 
highest-calibre shoe men in the 
entire Middle West, believes in 
“feeling the pulse of the trade” 
by putting in a regular amount of 
floor time every day. He was 
snapped here just as he had fin- 
ished waiting on a customer in 
the men’s department of the store. 


And Catches 
Some of the Up-and-Doing Shoe Men of Nebraska’s Capital City 
in Characteristic Poses as They Go About Their Daily Business of 


“Getting More Shees Sold Right’’ 


Dan Haney (right), head of Haney’s Shoe Store. 
Lincoln, and his partner, Roy Miltonberger, discuss 
selling points of a featured shoe. Mr. Haney was 
buyer for one of the largest department stores in 
town for 20 years, and has had his own store—one 
of the most successful exclusive stores in Nebraska 
—for 10 years. Today he employs five salespeople 
and a bookkeeeper. He’s a great believer in qual- 
ity, in correct fitting, won't sell anything but shoes 
in which he has full confidence. 


In addition to being a merchandiser of no 
mean ability, V. H. Caton, buyer for the 
main floor women’s shoe department at the 
Gold and Co. department store in Lincoln, 
is a well-known athlete. He played football 
at the University of Nebraska during his 
college days, is still an expert bowler and 
softball player. He was “shot” by the 
Recorper’s Candid Cameraman arranging a 
slipper gift display to sell extra pairs. 














The fdas 
OUTLOOM 


Consumer Movement Considers Shoes 





MY hat is off to the public spirited women who assem- 
ble in meetings for a consideration of something other 
than bridge and gossip, because I had an experience 
last week that gave me a profound respect for the show- 
manship-like quality of their association meetings. I was 
invited with two other men of the craft, to speak on the 
subject of shoes by “a division of economic adjustment” 
of one of the important groups of women’s clubs execu- 
tives. 

It was a real treat to hear the presiding officer start 
off with: “We have invited three business men to this 
meeting and before they talk may we just say that we 
are approaching the subject of shoes from the view- 
point of: ‘We want to know more about shoes and we 
have a right to know.’ We want to be in friendly co- 
operation with retailers providing they are honest with 
us. We are in for a long period of education in this 
field of shoes. We have accomplished much in the way 
of identifying fabrics, rayon, cotton, silk and wool; and 
we feel that our work has helped both the merchant 
and the consumer in the betterment of values and 
service of the things we buy. Now, we are up to shoes.” 

She thereupon introduced a number of sub-chair- 
women who had, among their other duties, visited shoe 
factories, shoe tanneries and a wide variety of stores 
and were later to present reports of their findings. 

The directness, definiteness and the intensity of their 
committee work was indeed a great surprise to me be- 
cause I have weathered so many conventions run by men 
and business men and I am prone now to say that they 
are terribly amateurish in comparison with the work 
of the women. We, as men and business men, have a 
lot to learn on how to conduct meetings; how to live 
today’s business life cooperatively. If we could only 
forget “competitive self-interest” for an hour’s meeting 
we could accomplish much. We sure need it now. 

There was very little that I could say after the tan- 
ner’s representative had pictured the economics of 
tanning hides and skins and the inter-relation of prod- 
ucts from many lands needed for changing the raw 
animal matter into a highly scientific substance, through 
the use of vegetable and chemical agents of tanning. 
His moving pictures certainly portrayed the individual- 
ity of not only each skin but its performance values in 
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different parts of that same skin. I really believe the 
audience of alert women saw that there was a great 
difference between loom work, measurable in yards— 
and vat work, measured in square feet and inches. 
Point No. 1 scored without oratory or defense on my 
part. 

Then the representative of shoemaking—a trained 
teacher, who had been a manufacturer in his own right 
before entering the vocational training field, illustrated 
the complexities of shoemaking—the great number of 
details in the assembling in factories of various com- 
ponent parts of the shoe. As he continued his talks, and 
illustrated types of shoes from infants’ cacks to “old 
ladies running shoes,” the wedgies and the weird and 
wonderful things that cover the feet, he must have added 
a great deal of conviction to the fact that this was in- 
deed a terrifically individualistic industry. 

We could have, at that point, said to the women: “We 
rest our case with you. Show us the way to label with 
uniformity or stamp grade A, B, C and D so that the 
consumer, when buying, would have something definite 
and tangible rather than a long inventory of ingredients 
not understandable to anyone other than the maker or 
vendor of shoes. “Point No. 2 scored without a word 
from me. 

So that practically all that I, the third speaker, had 
to do was to put the emphasis on the above points and 
to indicate that no two women in-the room were alike 
in feet, foot-function, size, widths and taste and that 
labeling of human beings was perhaps the easiest way 
of expediting the sale of the right shoe, in the right 
materials, at the right price. And it might be quite an 
aid to the merchant at that. 

I emphatically pointed out that the shoe indus- 
try and the shoe merchant were not on the de- 
fensive. That they were eager, in this intensely 
competitive industry of ours, each and every one 
of them to give the public the best possible value 
at the particular prices which the public wishes 
[TURN TO PAGE 41, PLEASE | 
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HON. STYLES BRIDGES 
United States Senator from New 
Hampshire and Featured Speaker 

at M.A.S.R.A. Convention 


MIEMBERS of the Middle Atlantic 
Shoe Retailers Association held an 
interesting and well attended conven- 
tion this week at the Benjamin Frank- 
lin Hotel, Philadelphia, coming back 
to the Quaker City, where most of 
the organization’s meetings have been 
held, after an absence of two years, 
the 1939 gathering having been 
staged in Baltimore. 

The affair opened on Sunday, 
when manufacturers’ and wholesal- 
ers’. representatives took possession 
of three floors of the Benjamin 
Franklin and exhibited their lines of 
Spring and Summer shoes to a good- 
ly attendance of retailers from all of 
the five states which, with the District 
of Columbia, comprise the associa- 
tion’s territory. Best of all, according 
to reports, these’ retailers came, not 
only to look but to buy, and much 
of their buying was said to have 
been done in the medium and better 
grades of footwear, a fact that seemed 
to reflect the optimism that was gen- 
erally expressed regarding the retail 
outlook for 1940. 









Curb on 
to Avoid 


A shoe convention wouldn’t be a 
convention without its flavor of poli- 
tics, but the political side of this one 
was conducted very harmoniously 
and everybody seemed happy about 
the outcome of the election, which 
resulted in the choice of the follow- 
ing: President, Harvey L. Farr, 
Allentown, Pa.; first vice-president, 
Robert Hemhauser, Irvington, N. J.; 
second vice-president, Russell Wood, 
Philadelphia; third vice-president, 
Walter C. Byerly, Wilmington, Del.; 
treasurer, Louis Bendheim, Wilming- 
ton, Del.; secretary and managing 
director, Cal J. Mensch, Philadelphia. 

Directors were elected as follows: 
Gordon Evans, Scranton, Pa.; Ed. 
Reineberg, York, Pa.; A. J. Schmidt, 
Pittsburgh, Pa.; Ben W. Shaub, Lan- 
caster, Pa.; I. C. Smashey, Bridge- 
ton, N. J.; Harry W. Hahn, Jr., Bal- 
timore, Md.; Louis Bendheim, Wil- 
mington, Del.; A. S. Misell, Wash- 
ington, D. C.; A. T. Isbell, Lynch- 
burg, Va. 

There was a meeting of the asso- 
ciation’s directors on Sunday, but the 
convention proper opened Monday 
noon, with a luncheon session in the 
Crystal ballroom of the Benjamin 
Franklin. That, in fact, was the only 
general meeting, the rest of the time 
being given over to inspection of ex- 
hibits. A United States senator;‘Hon. 
Styles Bridges, of New Hampshire, 
and a stylist, Miss Ruth H. Kerr, of 
the Calf Tanners Association, were 
the featured speakers, and the hon- 
ors were divided equally between the 
senator and the lady, Miss Kerr hav- 
ing graced the speakers’ platform at 
a number of previous M. A. S. R. A. 


Senator Bridges, of New Hampshire, Featured Speaker 
at Middle Atlantic Shoe Retailers Convention, Em- 
phasizes Responsibility of Ecery Citizen to Help Restore 
Sanity in Government’s Fiscal Policy—Ruth H. Kerr 


Discusses Style Trends—Harvey L. Farr New President 
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Inflation 








conventions and receiving, as usu, 
a cordial welcome. Rev. P. G. Hall, 
of St. Martin’s Episcopal Church, 
pronounced the invocation, and 
Anthony H. Geuting, prominent 
Philadelphia shoe merchant and for. 
mer president of the National Shoe 
Retailers Association, gave the ad- 
dress of welcome. 

“What Inflation Would Mean to 
the Average American” was the sub- 
ject of Senator Bridges’ address. He 
alluded to the extraordinary increase 
in the annual budget of the United 
States from three and a half billion 
dollars in 1932 to 10 billion dollars 
in 1940 and the increase in the na- 
tional indebtedness from 20 billions 
in 1932 to 41% billions in 1940, 
with contingent liabilities of five bil- 
lions in excess of that total. 

The President’s recent budget mes- 
sage, Senator Bridges said, reminded 
him of Mark Twain’s New Year's 
resolution to live within his income, 
even if he had to borrow money to 
do it. He quoted Senator Pat Har- 
rison’s declaration that “the country 
can no more spend its way to pros- 
perity than a drunken man can drink 
himself sober.” 

If the present trend is not soon re- 
versed, the senator declared, and if 
common sense in spending is not re- 
stored, then the nation must either 
repudiate its debts, endure back- 
breaking taxes or resort to inflation. 
He explained that inflation might be 
either credit inflation or currency in- 
flation, the latter being the more ruin- 
ous, and he mentioned presen! ten- 
dencies in this direction, a: for 
example, going off the gold stan dard. 
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the administration’s silver policy, the 
devaluation of the dollar and the 
Thomas inflation amendment. He ex- 
pressed the hope that the government 
would return to sanity in time to 
avoid disastrous inflation and em- 
phasized the responsibility of every 
citizen to do his part in this en- 
deavor. 

Miss Kerr emphasized among 
other points the fact that this year’s 
open heel shoes, also the wedge and 
other recent innovations, are now 
tested and corrected as to their fit- 
ting qualities and not likely to cause 
the difficulties experienced with open 
heels last year. 

Shoe merchants can increase sales, 
Miss Kerr declared, by telling the 
average woman about open toes for 
summer, about glove-fitting elasti- 
cized shoes for the period before 
Easter, and about walled lasts and 
play shoes, all of which have possi- 
bilities of promotion to the average 
customer who has not yet tried them. 
She stressed the possibilities of red 
shoes as a bright spot in a season of 
conservative colors, and advised mer- 
chants to dispose of their black pat- 
ents before Easter unless they are late 
Spring and Summer types. She spoke 
of the importance of wedges in the 
highest price lines for late February 
and early March promotion. 

An interesting feature of Miss 
Kerr’s address was a discussion of 
Spring styles in apparel and the 
shoes to go with them. Among the 
new style developments which she 
mentioned as having special signifi- 
cance were Ox Blood, which is really 
the familiar cordovan leather used in 
men’s shoes, and Cold Steel, which is 
a new name for gun metal. These are 
now appearing in combinations in 
women’s shoes and may be re- 
garded as war-time fashion develop- 
ments. 

Now, for the first time in a good 
many seasons, men’s colored shoes 
exceed blacks in volume of sales, 
Miss Kerr pointed out, and she at- 
tributed this important development 
to two principal causes, namely, the 
vogue of antique leather finishes and 
the interest in casual or leisure types 
of shoés. These casual types are in a 
sense the counterparts in the men’s 
field of the much-talked about play 
shoes in women’s footwear. 

President-Elect Farr conducted the 
style: discussion which concluded the 

_ meeting. 





by Queen Quality 


Exciting as carnival nights... colorful as confetti, the “Caprice Croup’ 


by Queen Quality points to a profit-Spring. This threesome... 
CHARMER, an elasticized pump, COLETA, a strap sandal 
and CATINO, a sandal tie are related in design and theme. 


A three-way promotion 
national advertising in & 


“Caprice Group.” In-stock 


DELUXE GRADE 
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for immediate delivery. 


Queen Quality Shoes $6.50 to $8.50 up, including De Luxe Grade 
.. slightly higher west of Rockies. 
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Auslander to Join Barbush 


HARRISBURG, Pa.—Harry Auslander, 
well known in Pennsylvania shoe cir- 
cles, will join the staff of the William 
B. Schleisner shoe salon operated by 
Ernie Barbush within the near future, 
it was reported this week. 

Mr. Auslander, employed at present 
in a Pittsburgh specialty shop, was 
formerly manager of the Smith Bros. 
Shoe Store in Harrisburg. He formerly 
operated three shoe stores of his own 
in Asbury Park, N. J. 

The Schleisner salon is one of the 
finest specialty shops in Harrisburg, 


and Mr. Auslander will be selling in a 
class of shoe to which he has long been 
accustomed. The salon handles British 
Walker, C. B. Slater, Valcraft and 
others. 

In making the statement, Mr. Bar- 
bush said that in the five months his 
salon has been in its new quarters in 
the Schleisner store, his sales have 
tripled. He formerly operated the shoe 
department in the Jeanette Shop here. 

Mr. Barbush is looking forward to a 
promising Spring business. He believes 
black patent leather and high colors 
will lead the Spring sales. 
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View of the new Joseph Town and Country Shop in Evanston, Ill., dealing in shoes in moder- 
ate price range. The store gives the appearance of being divided into sections so that the 
customer will get the impression of informal and intimate shopping. 


Opens Town and Country Shoe 


THAT a progressive shoe merchant can cater to the 
entire price buying range of a community by using the 
right kinds of merchandising and service methods for 
promotion of both expensive and inexpensive shoes is 
being graphically demonstrated by Irving Joseph, who 
operates two modern shoe stores in Evanston, Ill., a 
Chicago suburb. Striking changes have recently been 
made in both stores, so that Mr. Joseph may better 
carry out his policy of painstaking service in luxurious 
surroundings. 

The salon type store dealing in the higher priced 
shoes has been completely remodeled and the lower 
priced store, known as the Town and Country Shop, 
formerly located on Davis street, has moved to a new 
location. 

The fact that it is the customer and not price or type 
of merchandise that counts is most graphically demon- 
strated in the Town and Country Shop which offers a 
price range from $3.95 to $6.75. This store is located 
in a new block of stores all catering more or less to the 
moderate price group. Mr. Joseph believes that just 
because women must do their buying in this price group 
does not mean that they are not impressed by beautiful 
surroundings and service. The actual design and layout 
of the store is used to make this type of customer feel 
that she is as important as the woman who can buy 
salon type shoes. 

Although this new store is 80 feet deep, an air of 
informality pervades throughout. Flax rugs set the 
color schemes used in crash coverings on the settees and 
in plaid cushions on the early American occasional 


Shop 


[ving Joseph, of Evanston, I[ll., Chooses Sig- 
nificant Name for Modernized Store Featuring 
Moderate Priced Shoes. 


chairs, scattered throughout. Walls have been sanded 
and hung with prints of hunting scenes. Chestnut is 
[TURN TO PAGE 30, PLEASE] 


One of the intimate sections of new Joseph Town and 

Country Shop in Evanston, Ill. Although dealing in 

the moderate price range a feeling of luxury prevails 
throughout the store. 
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“Today’s Fashions” 


A five day Preview and Fashion 
Show of their Spring Shoe Collection 
was recently held by Lord & Taylor’s, 
New York department store. 

To stage this event, a runway was 
built in their fourth floor women’s 
shoe department. If you look at the 
accompanying sketch, you will notice 
that only the legs and feet of the 
models are visible—the upper half of 
the runway being closed in to con- 
centrate the customer’s eye on the 
business afoot. The runway was built 
out into the salon from a corner en- 
trance leading to the stockroom. It 
curved out into the department for a 
distance of thirty feet or so. The run- 
way was three feet off the floor to give 
those sitting in the back rows a clear 
view. Chairs were placed in informal 
rows on three sides of the runway 
and usually contained at least one 
hundred eager shoppers. Shows were 
held twice a day at 11 A.M. and 2:30 
P.M. for five days and the shoes and 

















their uses were described over an 
amplifying system by Miss Vyvyan 
Donner, well known fashion commen- 
tator. Seventy-nine models were shown 
ranging from street shoes, evening 
shoes and country shoes through re- 
sort shoes and the increasingly popu- 
lar play shoes with a grand finale of 
light weight red rubber boots for 


stormy weather. 
* * * 


“Uncollectibles” 


H. E. Wilson, collection manager of 
Gimbel Brothers, Pittsburgh, says they 
have had very good luck in collecting 
accounts of people who have moved 
out of the state by appealing to their 
honesty. 

“When a customer has left the state 
or has skipped and we have located 
them in another state,” says Mr. Wil- 
son, “instead of sending a number of 
strong letters, we write them how 
sorry we are to lose such a good cus- 
tomer and we appeal to their honesty. 
This method brings good results. We 








Soe te ee Senate temmarel de Leed @ Tarte 
. Fashion Show. 





do not place these accounts out for 
collection until every other method 
fails, but when necessary to do so, 
we also piace them with an out-of- 
town attorney and the accounts are 
then transferred to a separate ledger 
marked ‘out-of-town accounts placed 
out for collection.’ 

“One important item is to never let 
the customer forget they owe this bill. 
Our method is to send bills the first 
of each month on all charged-off ac- 
counts regardless of their age, show- 
ing the name, address, the amount 
due, and date of last payment. One 
method that has collected many a dol- 
lar for us on our very bad accounts 
is to appeal to their honesty and good 
will. 

“Using these methods we have been 
successful in collecting more than 85 
per cent of the net amount of our ac 
counts charged off from one period 
to the next.” 

* + * 


Many Thanks 


U. Leon Guy, proprietor of Guy’: 
Airwalk Shoe Store in Las Vegas. 
New Mexico, writes in to say that they 
have had very good luck in collecting 
accounts by adding a little persona! 
note to the bottom of each bill. Here 
is an example of the personal message 
they recently used to bring in the 
“balance due”: 

Dear Mrs. Green: 

We want to thank you and Mr. 
Green for the nice business you have 
given us during the past year. 

We wish you health and prosperity 
thru the years to come. 

Sincerely yours, 
Guy’s Airwalk Shoe Store 
* * * 


Sound Advice 


Prominent signs on the outside of 
Green’s Shoe Store in the Broadway 
Arcade building, Los Angeles, are I- 
ways a source of interest to passing 
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BEST IDEA OF THE WEEK 
ARE YOU MAKING ANY MONEY? 
(College Shoe Dept., J. W. Robinson Co., Los Angeles, Calif.) 


Assistant Manager A. C. Joesting—“I’m sure glad 
you dropped in, Mr. Ideator, you see I worked up a 
little idea about a year ago which I call a Sales Chart. 
Since that time, almost everyone who has seen my 
chart has asked for a copy of it and I thought that 
for the benefit of the trade, you might like to mention 
it in the Boot anp SHoe Recorper.” 


O. P. Ideator—“We always like to publicize an idea 
that has proven practical in use. We feel that the 
best use we can make of this department is as a trad- 
ing post for tested ideas.” 


Mr. Joesting—‘In brief, this chart is a graphic way 
to show the entire stock operation of a shoe store or 
shoe department at a glance.” 


O. P. Ideator——“Let’s hear how it works.” 

Mr. Joesting—“When we receive a new lot of shoes 
they are entered on the Sales Chart. As you can see, 
the Chart is a squared off piece of graph paper with 
vertical columns on the left side where the shoes are 
listed under lot number, name of the pattern and 
description, number of pair bought, and date of ar- 
rival at the store. There is also a space for additional 
size-ups.” 

O. P. Ideator—“I follow you so far, but how do you 
keep track of each day’s operations?” 


Mr. Joesting—“That’s very easily done. Every night 
each salesman turns in with his daily sales tally a 
card on which he has listed the lot number, size, and 
price of every shoe he has sold during the day. The 
next morning it takes but a few minutes to run off a 
cumulative sheet. Now, if you will look at right hand 
side of the Chart you will notice that opposite each 
lot number of shoes there is a thumbtack. Each thumb- 
tack is placed in a vertical column numbered from 
one to fifty. The thumbtacks are moved to the right 
according to the number of shoes sold in each pattern 
on the previous day. When the thumbtack comes to 
the fifty mark, the procedure is started over again at 
the left with a different colored thumbtack. 


“Within ten days after a new season starts, a glance 
at the position of the buttons will show the store owner 
or shoe buyer which are the really ‘hot’ numbers.” 


O. P. Ideator—“I can see where he can also watch 
closely the models that lag and put some push behind 
them.” 


Mr. Joesting—“Yes, that’s right. The Chart gives 
us an instant picture of where we stand.” 


“We have used this chart system for the past two 
seasons and are using it again for Spring 1940 in all 
our shoe departments.” 








shoppers. The current signs read, 
“A Child’s Feet Should be Seen and 
NOT HURT.” “See your dentist 
twice a year. Consult your doctor fre- 
quently. Come to Green’s for Chil- 


shoes. Most of these will be eight or 
ten pair runs of new styles and colors, 
all to arrive on July 1, in time for 
our clearance sale. During this traffic 
event, we will try our new shoes on 


about July 20, after three weeks of 
customer reaction, we will order about 
five hundred pairs to arrive on August 
20. Then, when Fall business really 
begins, we will have full sizes of the 


dren’s Shoes.” as many people as we can. On or ‘hot’ shoes in the wanted colors.” 


io? a 


Preview 


Oreck’s Department Store in Du- 

luth, Minnesota, has a women’s shoe 
* department that does a good business 

in better grade shoes. However, as 
vice-president Marvin Oreck says, it 
is dangerous business picking styles 
nowadays and there is always the 
danger of being stuck with a lot of 
dead soldiers. 

“To have a decent run of sizes,” 
says Mr. Oreck, “you need at least 
thirty-six pairs of a style. Now if 
you pick a ‘pup’ (and who doesn’t? ) 
and buy thirty-six or forty pairs to 
retail at twelve seventy-five, you're 
really going to take some mean mark- 
downs. This is how we preview our 
shoes. On May 1 we will buy about 
three hundred pairs of better grade 











BUCKLE PUMPS 


cvt-stee!l buckles on shining potent.. 
return of @ great vogue 


We have a hunch about the revival of cur-siee! buckles. Not seen in many 
seasons, we launch rhem again, to fir the new feminine feeling thar clothes 
have this Spring. Delicate, graceful, ae 10 paral! 
pe ae en Ae 
pumps-black as 2 raven's wing. With sliver-thia 
hesle dane laches highoor | Elevation opera thai's won the de- 
votion of high-heeled devotees for many seasons. Very splendid - wath a 
custom look about them thar's surprising when you consider the price. 
BONWIT DS FamOL? SHOR SALON= SECOND FLOOR 


RA ERY. CO RAI 





Remember the good old days? 
“When buckles return to fashion, 
can prosperity be far behind?” 
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Opens Town and 
Country Shoe Shop 
[CONTINUED FROM PAGE 26] 


used for the woodwork and for display 
and storage cases. 

Most of the seating is taken care of 
by long double-faced settees which are 
placed horizontally, so as to divide the 
store into several intimate sections. 
Thus customers do not feel crowded or 
that they are the victims of “mass 
shopping.” A portion of the rear of 
the store is set partly off to itself as 
a separate home-like room which is 
also used for selling. This is furnished 
with settees and fireplace and papered 
with a pictorial pioneer American print. 

So that no space is wasted, semi- 
partitions between sections serve as 
open top display cases. The same is 
true of storage cabinets along either 
wall which have also been especially 
designed to match the setting and wood- 
work. The new shop also contains a 
large hosiery and bag section. 

The same theme of informality is 
used in window displays. Enlarged 
photo cutouts of prominent local high 
school and university girls are used 
as background settings for various 
groupings of different types of shoes. 
These include evening slippers in front 
of a picture of girls in formal gowns, 
boudoir slippers for a dormitory scene, 
walking and sport shoes for a campus 
scene, afternoon shoes for a tea table 
setting, and conservative business shoes 
for an office scene. 

An even greater air of luxury is 
achieved in the newly remodeled Salon 
shop, which has been designed to give 
the appearance of a dignified home-like 
living room. Broad expanses of ceiling 
height mirrors reflect a beautifully co- 
ordinated interior. Peppermint candy 
striped wallpaper effectively sets off 
the apple-green upholstered built -in 
seats. Functional sectioning of the 
room is achieved through display cases 
of smoothly polished natural oak which 
is the wood used throughout the shop. 
Settees are upholstered in vari-toned 
Roman stripes which harmonize with 
the wallpaper and with the soft-toned 
plaid covering the occasional chairs. 
The carpeting is a rich chocolate 
boucle, and the fitting stools, similarly 
covered, become an integrate part of 
the whole scheme. Adequate display 
of the Joseph handbag collection is ac- 
complished through built-in shelving 
and cases of natural oak, which is 
similarly used for the hosiery depart- 
ment. 

The salon also incorporates such 
completely new features as portable 
telephones which may be conveniently 
plugged in for use wherever the cus- 
tomer is seated in the store. 

The lighting schemes used in both 
shops make use of all modern tech- 
niques of hidden lighting units and 
louver lighting and also depend on 
home-like lamps for a good portion of 
the illumination. Windows in both 
stores are near eye-level so that there 



































































BOOT ann SHOE RECORDER, January 27, 1940 











Dates to Remember 


Shoe Style Show, Buffalo Shoe Trav- 
elers Association, Buffalo, N. Y. 
January 28, 29, 1940 


Mid-Continent Shoe Show, Hotel 
Mayo, Tulsa, Okla. 
February 11, 12, 13, 1940 


Monthly Shoe Show of Chicago Shoe 
Travelers Association, Hotel Morri- 
Seer February 26 and 27, 1940 


Official Opening of American Leathers 
and Style Conference for Fall, 1940, 
Waldorf-Astoria Hotel, New York. 

April 1, 2, 1940 


Annual Convention Illinois Shoe Re- 
tailers Association and Illinois Shoe 
Travelers, Faust Hotel, Rockford, 
Illinois .......... June 2, 3 and 4, 1940 


Annual Convention Pacific North- 
west Retail Shoe Dealers Associa- 
tion, Spokane, Wash. 

June 2, 3, 4, 5, 1940 


Fifth Annual Midwest Shoe Fair, 
Netherland Plaza Hotel, Cincinnati, 
| ESS ee June 9, 10, 11, 1940 


Annual Convention California Shoe 
Retailers Association, St. Francis 
Hotel, San Francisco, Calif. 

June 9, 16, 11, 12, 1940 

Annual Convention Wisconsin Shoe 


June 16, 17, 18, 1940 





is no difficulty in viewing merchandise. 

Irving Joseph, with his two brothers 
Albert and Lou, are among leading 
high style merchants in this area. They 
also operate similar stores in Chicago, 
Oak Park, and La Porte, Indiana. 





Harvey H. Farr 


ALLENTOWN, Pa.—Harvey H. Farr, 
71, well-known shoe retailer here, died 
recently after a three-day illness. In 
1862 Mr. Farr’s father established F arr 
Bros. Co., Inc., now the oldest retail 
shoe store in the city. Mr. Harvey Farr 
joined the business in 1883. In 1900 
the firm was reorganized into a part- 
nership between Mr. Farr and his 
brother Jacob, and continued so up to 
the present. 

From 1900 to 1920 the firm became 
known as a leader throughout the Le- 
high Valley. In 1910 a store was added 
in Easton, in 1913 one in Reading and 
in 1919 one in Bethlehem. 

Mr. Farr was a director of the Le- 
high Valley Trust Company uD- 
til his death, and was affiliated with 
Barger Lodge, F. and A. M.; Rajah 
Temple, Reading and the Allentown 
Elks lodge, of which he was a charter 
member. He is survived by his brother, 
Jacob; three nephews, Harvey |., J. 
Donald and William M. Farr, ani two 
nieces, Mrs. George Knabb and Mrs. 
Walter Moessner. 
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FIRST EARLY BIRD: 


“Look what I've found! It's a design for the 
start of Spring and Summer, it's dated February 
17th, and it looks very g-l-a-m-o-r-o-u-s to me." 


SECOND EARLY BIRD PP 
“Aye, and profitable too, well-timed to tell 


me all about those new play shoes .. . how 


they'li affect my sales and boost my profits." 


YES! Spring comes early this year to shoe retailing, on 
February 17th to be exact. And “Early Birds” are looking forward to this issue to find out 
which way the wind is blowing. What is the place of play shoes in the Summer picture? 
How will they effect their shoe business? What is the place of wurrz in sport shoe promotion? 
We're giving all the answers bright and early too, in ample time for country-wide Spring and 
Summer buying. And in this issue they'll find all the sest in shoes, for Summer-wide 
Promotion when “America Plays.” All the pest in PLAY SHOES, RUBBER RECREATIONAL SHOES AND 
CONVENTIONAL SPORTS TYPES, in fact EVERYTHING for sale in a shoe store next Spring and Summer. 


BE AN “EARLY BIRD" 
Feature your Spring and Sum- 


Meee hat nenenteenoross §BOOT AND SHOE RECORDER 
ing forms close February 12th. A CHILTON @ PUBLICATION 


239 WEST 39th STREET ° NEW YORK CITY 
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THE | 
FITTING PROBLEM 
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SHOE MAN’S RESPONSIBILITY IN 


FEET 


Excerpts from an Address by Dr. Harold L. Collins, of Colum- 
bus, Ohio, Podiatrist with a Background of Practical Shoe Store 
Experience, at the Science of Proper Shoe Fitting Clinic, Held 
as an Important Feature of the National Shoe Fair, Chicago. 


SHOULD a shoe man study feet? [I'll answer that 
question by asking “Should an optometrist study eyes?” 
You can ruin an individual’s health just as surely by 
fitting the wrong type of last, or the wrong type of shoe 
on a customer as you can by fitting the wrong glasses. 

The time is coming when the public is going to de- 
mand that every shoe fitter selling a so-called correct 
type of shoe or orthopedic shoe will be licensed by a 
state board of shoe examiners to fit feet of the women, 
men and children of this country. When that time 
comes and you will be on the ground floor, and thus 
you can raise your standards by education and training. 

Should a chiropodist study shoes and lasts and leath- 
ers? In our college curriculum today in the recognized 
schools throughout the country—of which there are five 
—we have two years of leathers, lasts and shoemaking 
under the heading of shoe therapy. 

So, therefore, the foot doctor should study shoes, 
lasts and leathers, and when you shoe men get a good 
last that you know works and fits, when a new material 
is brought out that is of decided advantage to your 
clientele, to that doctor’s clientele, be proud of it. Take 
it over to that man and say: “Here, Doc, I have a new 
shoe that is a fitter. It has a nice heel; it has the right 
shape to do this and do that.” Be prepared to talk to 
him intelligently on that and he will appreciate it. 

I call up shoe men and ask them to come to my office. 
They are always welcome. I know their problems. | 
feel that I do after eight years on a fitting stool. It has 
been a tough game for many years. It isn’t any easier 
today because competition and consumers’ research is 
going to make you all sit up and take notice for Mrs. 
Consumer is getting plenty smart. She has been read- 
ing a lot of foot health information; she has been read- 
ing a lot of press reports. 

And may I make a comment at this time that a great 
many of the press reports written in the women’s pages 
in my observation are most inaccurate as to what con- 
stitutes proper fit and proper foot health. So I think it is 
up to the manufacturers, to the leather tanners, to supply 
you men with the proper information as to what consti- 
tutes good materials, good shoe construction, and what 


goes into that shoe. You should be the authorities on 
that. 

Buying and merchandising—here is where I take a 
back seat. I merely offer my observations from some 
sixteen years of association with shoe men and as a 
professional man. 

I believe every successful retail business today should 
cater to people with the express purpose of fitting cor- 
rect type shoes. I believe that at least sixty per cent of 
your stock should be of a 14/8 heel; possibly a little 
lower, certainly not higher than that. I believe you 
should stock at least four good lasts, tried and proven, 
that give sufficient amount, first, to room. 


MAY observation has been that eighty per cent of our 
foot troubles today occur in the forepart of the foot. 
When people come to us with foot troubles and com- 
plaining, it is in the forepart of the foot. My theory 
is that the heel bone is the rudder of the foot, so, there- 
fore, you cannot prop a woman up on a peg and control 
that heel bone. That is why we indicate 14/8 or lower 
heel, with broader bases. It is to give them something 
te stand on. 

The old theory of the tripod weight-bearing point 
still holds true in shoes. On the bare foot, the seven 
weight-bearing points are the first, second, third, fourth 
end fifth metatarsal heads, the base of the fifth, and the 
os calsis. ‘Study your bare footprints and see. 

From the health point of view there is a place for the 
low heel shoe; that is where, in place of selling one pair 
of shoes for all occasions, you have the possibility of 
selling maybe three or four pairs. Of course, you say 
that the economic factor enters into that. Statistics were 
brought up here at the meeting that fifty per cent of the 
nation’s population has an income of $21.00 a week or 
less. They cannot go down and spend $8.00 or $10.00 
for shoes, that’s true, but there is a problem to work out. 

_|t is a problem in merchandising. 

You cannot help a sick foot with poor medicine. You 
have to have a good shoe with which to do the job. 
There is a real problem for you men to work out. It is 

[TURN TO PAGE 33, PLEASE] 
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possible elsewhere. In the 


ing in America. 


tions, center your attention here. 





Be Market-Wise, Centralize 


Yon. as a buyer, can find what you want when you want 
it here—with a speed and certainty of selection not 
Marbridge Building are 
more shoe and allied concerns than in any one build- 


The Marbridge Building is in the very heart of mid- 
town New York. All the great retail stores are nearby. 
So, if you are in search of ideas, examples and promo- 


D. S. Macponatp, Manager. 


MARBRIDGE BUILDING. 


47 WEST 34th ST. also 1328 BROADWAY, N.Y.C. 
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The Shoe Man’s 
Responsibility 
[CONTINUED FROM PAGE 32] 


our problem, as chiropodists and ortho- 
pedic men, to help you with that as a 
matter of economy and as a matter of 
the subject of repair of shoes comes 
into the picture at this time: whether 
it is advisable to half-sole or re-sole a 
shoe, or whether a shoe should be 
wedged, or this should be done to a 
shoe or that. 

I think it is important to wedge a 
shoe where body balance must be main- 
tained, but you cannot build into a shoe 
what has not already been provided for 
by the last and make it work. So, in 
selecting your stock of shoes, select at 
least four lasts that you know will fit 
the types of feet that come into your 
store. Select those lasts on heel heights, 
on toe and on shank construction. 

The feature in that shoe, the steel 
shank or the arch support, I think is 
the last thing to consider in many 
tases. The shape of the toe is first; the 
height of the heel is second. The shank 
construction for the individual need 
must be taken into consideration: the 
Strained foot condition, when these 
Women come in with the broken down 
feet that are really giving them trouble 
and really paining them and you have 
to prop them up to give them some sup- 
Port and to give them a shoe that will 
Wear. 


Make the Most of 
February Shoe Windows 
[CONTINUED FROM PAGE 17] 


of the season has left stocks a bit 
heavy, be sure to have a display board 
of samples in the store as well as a 
window unit, and have salespeople sug- 
gest them when selling shoes. 

Your advance Spring shoe promo- 
tions should pick up during February, 
with timely settings to dramatize style 
highlights that you are promoting for 
the new season. (Later, your displays 
will turn to style coordination, with 
special accent on the most popular 
shoes to go with Easter costumes.) 
Among them: 

Patents for Spring—Wear them to 
add a gleam to Spring costumes. 

The vernal urge for BLUE is bigger 
than ever. 

Tailored shoes for this big suit sea- 
son, 

Dressy dark shoes for your first 
Spring costume. 

New daytime shoes: low heels, broad 
lasts, soft toes, cushiony soles. 

Since Spring shoes definitely divide 
themselves into functional styles and 
dressy models, following the trend in 
apparel fashions, this theme should be 
given important attention. Colors are 
another important early-season theme. 
The difference between navy and the 
lighter blue can be developed into a 
reason for two pairs of blue shoes, 
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OUR COMPLETE LINE 


MANY DEALERS SELL THIS PAD 


SCOTT'S Leather Covered 
TACKED 


METATARSAL PADS 


Eliminate danger of pads slipping 
out of position. Sharp anchor tacks 
make correct installation simple. 
Pads stay in place; yet easily moved 
or adjusted. 


FIVE POPULAR STYLES—Stand- 
ard, Oval, Cloverleaf, Right & Left 
and Bar—all available in sponge or 
felt; plain or leather covered. Full 
range of sizes and elevations. 


SCOTT FOOT APPLIANCE CO. 


OMAHA, NEBRASKA 
* 


through accent on color coordination. 
February is the time to start these 
educational displays, so that women 
will have a better understanding of 
1940 shoe styles when the heavier buy- 
ing season begins, and such assurance 
of fashion understanding helps to sell 
the women who like to choose early, but 
want to be sure to be style-right. 


Retail Sales Up in Milwaukee 


MILWAUKEE, Wis.—According to the 
research bureau of the Milwaukee As- 
sociation of Commerce, retail sales in 
December 1939 exceeded those for the 
same month the year previous, with the 
average department store sales index 
for 1939 reported at 93.8 or 3 per cent 
higher than the previous year. 

For the month of December the credit 
bureau of the association reported that 
its total inquiries, adjusted to offset 
certain promotional activities, was 15,- 
499, a gain of 13.7 per cent over the 
same 1938 period and 32.8 per cent 
ahead of November. This was the high- 
est December on record in the bureau. 

Local employment also ended last 
year on an upward curve with the num- 
ber of new applicants for work in 1939 
declining 41.6 per cent and placements 
in private industry gaining 32.9 per 
cent, according to the local office of the 
Wisconsin State Employment service. 
The service reported 1939 as the best 
year since 1930 with the exception of 
1936-37. 





SELL THOSE WINDOW SHOPPERS 
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PRICE TICKETS - 
~ Sa 
Imprinted Prices on Colorful Seasonal Designs 2 
< | 
- He 
0 
8 
©) conv 
Shoe 
_ five 
“Cc” — Bright blue “CG” — Aquamarine “M"—Gold & green “V"—Green & yel- “KX” — Fuchsia and and 
on white back- & yellow on white eon white back- low on white back- green on white back- nw est a 
«ground. background. ground. ground. ground. . 
Colorful price tickets in The size—1%" x 2%”—is ine 
the popular price denomi- large enough to attract the a 
nations will dress up your 6 D ozen eye, and smal] enough to < 
displays, and make selling $1.10 give the shoe prominence. _ 
easier. Blanktickets,show- The tickets are attached 
ing the design only, are neatly to any part of the 
also available. 12 Dozen shoe with os Price Ticket : 
We have in stock a com- $2.00 Clips which are priced at a 
plete selection of designs $4.00 per gross—$2.25 per tm 
and color combinations. half gross. 
We will send a circular showing actual samples, at your request. > 
: < 





« CHICAGO, ILLINOIS 








WRITE FOR DETAILS OF OUR ANNUAL SHOW CARD SERVICE 


COLORFUL AND EFFECTIVE 
SHOW CARD AND PRICE TICKET 
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SERVICE MONTHLY CARDS 












No. | $5.00 12 6 100 















No. 2 4.00 8 4 100 
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THIS WEEK 


Saturday, January 27, 


IN THE SHOE TRADE 


1940 


National News 





Plans Progress for Northwest Convention 





Heavy Early Registration Encouraging to the Committee in 
Charge—NSRA Officers to Be Present 


SPOKANE, WASH.—Although the 1940 
convention of the Pacific Northwest 
Shoe Retailers’ Association is nearly 
five months distant, space reservations 
and other definite indications of inter- 
est are already bringing smiles to com- 
mittees working under the direction of 
President Otto Warn, Warn & Warn, 
Spokane. 

The annual show, scheduled for early 
June at the Davenport Hotel here, car- 
ries on the tradition of rotating the 
conventions between Seattle, Portland 
and Spokane. Last year’s gathering 
was in Seattle; the 1938 convention in 
Portland, and the 1987 event in Spo- 
kane. This program was adopted to 
encourage attendance from buyers and 
retailers in all parts of the widely- 
seattered section from which the asso- 
tiation draws its membership. 

“From the way the traveler’s res- 
ervations are coming in we feel sure 
that the coming convention will surpass 
that held here three years ago,” said 
President Warn. 

Arthur Schulein is general conven- 
tion chairman. Chairman Schulein, 
veteran association worker, is bringing 
past experience to bear on his assign- 
ment as he also served as general chair- 
man for the previous Spokane conven- 


Other committees appointed thus far 
include: Entertainment and program: 
George Bitzer, chairman; Les Critzer, 
Harry Bennigson and President Warn, 
&-officio. Registration: Will Kronen- 
berg, chairman, travelers; Charles 
Kronenberg, chairman, retailers, and 
Lou Lincoln. Publicity: Myron Ben- 

, chairman; B. J. Saad. Golf: 
es Hill. Ladies’ entertainment: 


= Otto Warn and Mrs. Arthur 


“A word of warning regarding res- 


ervations has been issued by the com- 
mittee executives, who point out that 
the number of large display rooms in 
the Davenport Hotel is limited and that 
travelers planning to attend the show 
should make early reservations. A large 
number of the rooms have already been 
taken. Rooms are being assigned in 
the order in which reservations are re- 
ceived. Travelers should send their re- 
quests to Will Kronenberg, 724 River- 
side Avenue, Spokane, accompanied by 
the registration fee, $10, it is pointed 
out. 

Spokane shoe conventions are at- 
tended by many retailers from eastern 
Washington, eastern Oregon, Montana, 
Idaho and British Columbia who are 
not always able to make the longer 
journey to Coast conventions in Seattle 
and Portland. This factor is of par- 
ticular interest to factory men, the com- 
mittee declares. 

Publicity Chairman Bennigson, also 
secretary of the association, is to aim 
his principal sales campaign at buyers 
in the Inland Empire section, including 
Idaho and Montana. Buyers in the 
larger Coast centers have already as- 
sured the committee that sizable dele- 
gations can be anticipated, and that 
active convention-promotion efforts will 
be made. Particular attention is to be 
given to ladies’ events to arouse inter- 
est in buyers’ wives. 

Program details are still in the mak- 
ing. Carl Burgstahler, F. E. Foster 
Company, Chicago, president of the 
National Shoe Retailers’ Association, 
has been invited. Lee Langston, ex- 
ecutive vice-president of the national 
group, is expected to be a speaker. Ar- 
rangements are now under way to ob- 
tain a leading eastern stylist to present 
an authoritative fashion message. 


Manages Modernized 
Baker Store 


CLEVELAND, OH10—The B. R. Baker 
Company recently remodeled their store 
both inside and out, and are now 
reputed to have one of the most at- 
tractive stores in the country. Cus- 


ORRIN A. KOHL 


tomers entering the shoe department 
pass under a proscenium arch in which 
are inlaid sun-tan mirrors. The sell- 
ing space proper is oval in shape with 
concealed shelves for stock. Individual 
leather chairs, each a different color, 
provide smart comfort. 

Orrin A. Kohl is buyer for the shoe 
section. Working closely with his men, 
he creates sales plans and sees that 
they are followed through. Mr. Koh! 
has a long shoe history behind him. At 
the present time he manages the shoe 
departments in the basement store and 
on the boys’ floor, as well as the men’s 
department. 

Business has been very gratifying 
since the improvements were completed. 





600 Retailers at Indianapolis Show 





Merchants of Indiana and Nearby States in Buying Mood, 
with Patent Leather as the Best Seller 


INDIANAPOLIS, IND. — Unfavorable 
weather conditions failed to keep lead- 
ing retail shoe merchants from attend- 
ing the Indiana Shoe Buyers’ Week at 
the Claypool Hotel, here. Shoe men 
from all parts of Indiana and surround- 
ing states were registered and buying 
was heavier than last year’s volume, in 
some instances being reported almost 
double. 

One hundred and forty lines on dis- 
play exceeded last year’s number. 
Buyers were more active, and according 
to the official register of the Indianapo- 
lis Convention Bureau, in charge of 
registration, 600 shoe merchants regis- 
tered during the three days’ gathering. 

Black patent leather footwear was on 
display everywhere and from all re- 
ports headed the sales. In keeping 
with the times and general style trend, 
this is going to be a colorful season. 
Prim prissy little prints for milady are 
neat and delicately nonaggressive. 
There is a riot of color in blues and 
salmon pink, in calf or alligator. Play 
shoes in platform and wedge heels, 
wheat and dark brown combinations, 
and linens and all fabric materials are 
strong for the hot days of Summer. 
Sharing nature’s anticipatory mood, 
feminine footwear bursts forth in color 
as a cordial preview gesture to welcome 
the Spring season, and the later sultry 
days of Summer. 

There was a tremendous interest in 
play shoes, in all hues and colors, with 
gaudy trims. Shoes in all prevailing 
colors were in demand. Trimmed and 
various combinations were meeting with 
unusual success. The new styles and 
types were shown in 16 and 18 eighths 
heels. High heels seem to be going out 
of favor, and the numbers with prac- 
tically no backs are disappearing from 
the scene. There is a general feeling 
that more than half of the sales volume 
will be done in play shoes for Summer, 
with about an inch and a quarter wedge. 

In men’s footwear, the plain conserva- 
tive types have almost disappeared. 
Tan and tan combinations, and of 
course the favorite antique leathers are 
outstanding. There will be many light 
colors as the season advances into the 
hot months. Color plays an important 
part in men’s shoes, and the heavy 
broguish types, together with sport 


styles in combination cork and rubber 
heels for the younger men and college 
students, were in demand and consti- 
tuted the bulk of the sales volume. The 
ventilated styles for men of all ages, 
in various combinations, were out- 
standing, and 70 per cent of the orders 
were tan and tan combinations, which 
has made some inroads on the demand 
for white and white combination foot- 
wear. Blacks are in the minority. 

On Sunday afternoon the ladies at- 
tending the convention were entertained 
at a theater party, and on Monday 
afternoon, there was a bridge and card 
party in the hotel assembly room. Other 
entertainment was provided for the 
ladies through the three days of the 
convention. 

The opening of the convention and 
get-together-party was held on Satur- 
day night preceding the opening of the 
general convention in the Gold Room 
of the Washington Hotel, where a din- 
ner was served by the Indiana Shoe 
Travelers’ for visiting salesmen and 
several downtown buyers. 

On Monday night, the annual banquet 
was held in the Riley Room, where a 
runway was erected for the style show, 
which took place after the banquet and 
entertainment by Charlie Payne and his 
orchestra, including Miss Jeanette Uhl, 
who vocalized in the Kate Smith man- 


‘ner. Dancing followed the style show, 


where many lines were on display and 
attracted unusual attention. 

In commenting on the Indiana Shoe 
Buyers’ Week, Frank Brown, manager, 
said the event was very successful, and 
that sales were greater by a far margin 
than last year. There were more ex- 
hibits, including many new lines that 
had never before been shown, were dis- 
played by some of the leading manu- 
facturers in the country. Indiana Shoe 
Travelers will hold their annual elec- 
tion of officers early in March at the 
Hotel Washington. 

There were no business meetings or 
sessions. These were eliminated in 
order to give visiting shoemen time to 
visit displays and select their merchan- 
dise. There were several displays of 
equipment and accessories at the gath- 
ering, displaying all the newest shoe 
store necessities. 





Shoe Club Plans 
Interesting Meeting 

‘NEw York—The Shoe Club of New 
York will hold its first Open Dinner 
Meeting for 1940 at the Hotel McAlpin, 
Tuesday evening, January 30. An im- 
portant and interesting feature of the 
meeting will be a lecture and demon- 
stration of hypnosis by Dr. John J. 


Levbarg, medical director of the Har- 
lem Eye and Ear Hospital and lecturer 
on the Board of Education. Dr. Lev- 
barg has made an exhaustive study of 
the subject; and will conduct some 
demonstrations “at the meeting. An 
open forum of questions and answers 
is scheduled to follow Dr. Levbarg’s 
lecture. 
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Clarence R. Faflik Recovering 


CLEVELAND, O.—Clarence R. Faflik, 
former president of the Ohio Shoe 
Retailers’ Association, who has been 
incapacitated and away from business 
during the past year, just couldn’t 





CLARENCE R. FAFLIK 


keep away from the annual conven 
tion. He left St. John’s Hospital and 
flew to Chicago to attend the National 
Shoe Fair and renew many fine friend 
ships. Even though still under the 


doctor’s care, and although he will be 


incapacitated for some time to come, 
he is hoping, when able, to get back 
to work and to devote his time to edu 
catiohal research and scientific sho 
fitting development. He sold his retail 
business to a corporation headed by) 
Wildau Bros., under the name of Cla) 
ence R. Faflik Shoe Co., Inc. 

Mr. Faflik is planning to recuperate 
in Florida this winter. 


Morris with Moulton-Bartley 


St. Louis, Mo.—N. K. Morris, for 
merly with the Barrett Shoe Company 
in charge of sales and styling, has be- 
come associated with Moulton-Bart'cy, 
Inc., where he will assist with the <'y!- 
ing and at the same time travel the 
states of Alabama, Louisiana, Mis~is- 
sippi, Arkansas, and Tennessee with 
the line. Mr. Morris has a long nd 
successful career in shoes already be- 
hind him. During the past 20 year~ he 
has been associated with such conc ns 
as Johansen Brothers Shoe Com) ny 
and Rice-O’Neill Shoe Company, in ad- 
dition to the Barrett Shoe Compan: 
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Thee BROOKMIRE 
ECONOMIC SERVICE 


Descriptive booklet of Brookmire 
Services and sample Bulletins on 
investment, business and economic 
subjects will be mailed on request. 


Kindly address Department 39 


Investment 
and 


Economic 





Corporation—/ 
A J. Sant, 2. ia 


‘tc lors and 


Founded 1904 





Counselors 


551 Fifth Ave., New York 











Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 














Esquire 

is Telling 
and 

You'll 

Be Selling 


Here’s Real Merchandising Punch— 
the ONLY 100% Nail-less, 100% 
Cushioned, 100% Goodyear-Stitched 
Shoe in America—Made to Retail at 
$5, $6, $7 and $8. All ROHN NU- 
MATIC features are BUILT INTO 
each shoe—and are protected by 
United States and Canadian pat- 
ents. Nationally Advertised and 
Backed by Powerful Sales Pro- 
ducing Dealer Helps of Every 
Type. Serviced by an Unusually 
Efficient In Stock Department. 
Here’s Your Opportunity to 
Make REAL Money in Your 
Men's Department. Write us 
Today for More Complete 
Information on the ROHN 
NU-MATIC Line and the 

ROHN Franchise. 


ROHN SHOE MANUFACTURING CO. 
512 FLORIDA STREET, MILWAUKEE, WIS 





Opens Sample Room 


New York—aAlfred Schlanger, who 
covers New York City, New Jersey, 
Brooklyn and Long Island for J. Heil- 
brunn & Sons, shoe wholesalers, of 
Rochester, N. Y., opened an office and 
sample room at 434 Marbridge Build- 
ing on January 1. Here he has on dis- 
play several hundred styles in both 
branded and non-branded shoes for 
women, which retailers may order for 
immediate delivery. 

Mr. Schlanger has been with the 
Heilbrunn organization for about 18 
months and reports an excellent busi- 
ness in the metropolitan territory. 


Arthur Blumenthal Resigns 


New York — Arthur Blumenthal, 
who for the past five years has covered 
Northeastern territory for I. Miller & 
Sons, has resigned his position, effective 
January 1. Before he went on the road, 
Mr. Blumenthal served as assistant to 
Irving Grossman at the I. Miller facto- 
ty in Long Island City. He has not 
announced his plans for the future. 


Moncur Weyand Sales Manager 


St. Louis, Mo—Fred Moncur was 
Tecently appointed sales manager of 
the Weyand Shoe Company. This con- 
tern has its factory at Jacksonville, 
Tllinois, and its executive and sales of- 
fices in the Jefferson Hotel, St. Louis. 


Mr. Moncur was for many years the 
southeastern sales director of the 
Brown Shoe Company. Then he became 
general sales manager of the Hamil- 
ton-Brown Shoe Company for the year 
it was under the management of Col- 
lins & Morris. From there Mr. Moncur 
went to the Barrett division of the 
General Shoe Corporation to do special 
promotion work. 


Opens Treadeasy Shop 


SoutH NoRWALK, CoNN.—A Tread- 
easy Shoe Shop has been opened here 


by Jack Egel. Large show windows 
flank each side of the entrance. The 
interior is fitted out in cream and 
brown. Tan linoleum is used as floor 
covering, with a center insert of 
maroon. Chairs are upholstered in 
brown grain. 

Jack Egel, the proprietor, has been 
affiliated with various retail shoe firms 
for the past sixteen years. This is his 
first venture on his own. 

Treadeasy shoes for women, Kali- 
sten-iks for children and Jarman for 
men are carried. 





Reunion in Chicago 


Salesmen of the Lima Cord Sole & Heel Company in their display room at the 
Hotel Stevens during the National Shoe Fair. Left to right—Fred E. Jenner, 
Ottawa, Ontario; Virgil Knisely, Lima, Ohio; Alfred A. Curtis, General Manager, 
Lima, Ohio; L. A. Holters, Boston, Mass.; Kenneth F. Trimble, Milwaukee, Wis. 
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Shoe Briefs Close February 12 


WASHINGTON — Filing of briefs in 
support or opposition to the 35-cents- 
an-hour minimum wage recommenda- 
tion of the Shoe Industry Committee 
will close at 4.30 P.M. Monday, Feb. 
12, 1940, the Wage and Hour Division, 
U. S. Department of Labor, announced. 
The recommendation was the subject 
of a public hearing before Major Rob- 
ert N. Campbell, in December. 

Oral argument on the record of the 
hearing will be heard by the adminis- 
trator of the Wage and Hour Division 
at a date to be announced later. 





1939 Shoe Production 
Hits New High 


New York—Shoe production in 1939 
was 7.4 per cent ahead of the previous 
year and set a new annual record of 
419,500,000 pairs, according to an esti- 
mate issued last week by the Tanners 
Council of America. This estimate was 
based on a preliminary figure of 29,- 
500,000 pairs for December, compared 
pe 29,988,000 pairs in December, 

The 1929 output was 361,402,000 
pairs, and the gains have been rela- 
tively steady since then. The increase 
in per capita output, however, has been 
less marked than that of total produc- 
tion, with the 1939 figure put at 3.20, 
compared with 2.497 in 1929. 





Newest Attire for Ladies 


Mrs. Charles Cavell, sister of Miss Mil- 

dred Furley of BOOT AND SHOE RE- 

CORDER staff, with full gas equipment, 

on the Southeast Coast of England. 

Mrs. Cavell is engaged in Air Raid Pre- 
vention service. 





The council noted that gains in phy- 
sical output since 1929 have not been 
paralleled by increases in dollar vol- 
ume. The wholesale value of 1929 shoe 
production was estimated at $928,000,- 
000, while that of 1939 was only $735,- 
000,000. The council estimated the aver- 
age 1939 wholesale price of all foot- 
wear at $1.75, compared with $2.57 in 
1929. 

Detailed data for recent years were 
given as follows: 


Aver. 
Whole- 
Total Per sale 
Year Output. Capita. Value. 
| Roe 361,402,000 2.97 $2.57 
me ciéuas 383,761,000 3.01 1.66 
Ss cudeet 415,227,000 3.23 1.71 
ln ta 411,969,000 3.19 1.80 
TM cindshun 390,746,000 3.00 1.74 
1989*....... 419,500, 3.20 1.75 
* Estimated. 
Endicott-Johnson Shows 
Profit Increase 
BINGHAMTON, N. Y. — Net profits 


amounting to $1,611,368 after taxes and 
all charges were reported last week for 
the year ended on Nov. 30, 19389, by 
the Endicott-Johnson Corporation. This 
was equal, after preferred dividend 
payments, to $3.07 a share on 405,360 
common shares. It compared with 
$857,191 or $1.21 a common share in 
the preceding fiscal year. 

“Sales for the year were $58,525,022, 
compared with $51,734,973, an increase 
of 13.12 per cent,” George W. Johnson 
informed stockholders. Unit sales in- 
creased 13.39 per cent. 

Current assets on Nov. 30 amounted 
to $29,769,298, of which cash was $3,- 
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FIRST STEPS 
ARE IMPORTANT... 
TO MOTHERS... 


Because correct in- 
fant foot develop- 


ig 
and fitted Baby 
shoes. 


TO RETAILERS... 


Because the first 
step toward your 
share of this new 
market is to stock 
this specialized line 
mothers are so fa- 
miliar with. 


MRS. DAY'S 





































166,411, accounts and notes receivable, 
less reserves of $250,000, were $9,317, 
791, and inventories $17,223,100. Cur- 
rent liabilities were $6,243,626. On 
Nov. 30, 1988, current assets were $31,- 
954,861, including $2,751,600 cash, $9,- 
949,676 accounts and notes receivable, 
less reserves of $250,000, were $9,949,- 
676, inventories were $19,189,480. Cur- 
rent liabilities stood at $9,443,271. 
“The ratio of current assets to cur- 
rent liabilities showed a marked im- 
provement, being 4.7 to 1 at the close 
of the year, compared with 3.4 to 1 at 
Nov. 30, 1938,” Mr. Johnson said. “The 
principal factors in bringing about this 
result were a reduction in inventories 
of nearly $2,000,000, a reduction in ac- 
counts receivable of about $600,000 and 
reduction in notes payable of $3,000,000 
and in accounts payable of about $500,- 
000. The working capital increaed dur- 
ing the year approximately $1,000,000.” 





Mrs. Adelia E. Duncan 


PortsmouTH, N. H.—Mrs. Adelia E. 
Duncan, who operated the shoe store 
of her husband, Fred Duncan, sevcral 
years after his death, died recently at 
her home, 692 State Street. She was 
a native of Revere, Mass., and held 
membership in the Graffort and Ports- 
mouth Garden clubs. 
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The X-Ray 
Shoe Fitter 
enables a 
man to 

that his 
shoes fit 
properly. 


A MAN IS LOYAL 


... to the shoe merchant who makes 
special effort to provide for his foot 
health and comfort! X-Ray Fitting is 
visible evidence of such effort,and 
makes the customer a partner in the 
fitting operation. He expresses his 
satisfaction by coming back for con- 
vacyrs, 22 ued satisfaction 
ING .. andtells his friends 
about it. Such loyalty 

is profitable. May we 

tell you more aboutit? 


X-RAY SHOE FITTER, INC. 


3533 N. Palmer Street, Milwaukee, Wisconsin 











George Thayer Lane 


Boston, Mass. — George Thayer 
Lane, one of the founders of Lane Bros. 
Company, well-known wholesale shoe 
house of this city, died January 12 in 
a Newton, Mass., hospital and was 
buried from the Tremont Temple Bap- 
tist Church in this city on Sunday, 
January 14. He had served as presi- 
dent of the company since its organiza- 
tion, had directed its sales policies and 
had built for himself an enviable repu- 
tation as an inspirational leader in the 
trade. 

Mr. Lane was born in 1874 in the 
town of Gray, Maine, was educated in 
the schools of Gray and Portland, then 
came to Boston where, after serving 
his apprenticeship, he became one of 
the most successful salesmen in the 
New England territory served by that 
company. 

With his brother, Edgar C. Lane, he 
organized Lane Bros. Co., in 1909, and 
helped to develop it into one of the lead- 
ing wholesale houses of the East. 

Mr. Lane, who made his home at 25 
Somerset Road, West Newton, Mass., 
was active in and gave freely of his 
time to many religious and philanthrop- 
ic institutions. He was a life deacon 
of Tremont Temple and chairman of 
the Ways and Means Committee of that 
almost nationally known church. He 
was high in the Masonic order; a mem- 
ber of the board of Camp Frank A. 
Day which is one of the activities of the 


Newton Y. M. C. A.; and active, as 
well, in the West Newton Men’s Club 
and the West Newton Neighborhood 
Club. 


GEORGE THAYER LANE 


Surviving him are his widow, Mrs. 
Elizabeth Mason Lane; two sons, War- 
ren S. Lane of Jackson Heights, Long 
Island, and Kenneth P. Lane of Rich- 
mond, Va.; a daughter, Mrs. Kimball 
R. Hitchcock, of Jackson Heights; his 
mother, Mrs. Charles M. Lane, of 
Yarmouth; three brothers, Edgar C. 
Lane and Winfield A. Lane of this city, 
both members of Lane Bros. Co., and 
Frank Lane of Wollaston, Mass.; and 
by one sister, Mrs. A. W. Fogg of 
Yarmouth. 


W. E. Waterhouse, Style Chief 


AuBurN, N. Y.—William E. Water- 
house, who can be said to have been 
associated with the shoe industry from 


W. E. WATERHOUSE 


his cradle up, since his father is 
“Ernie” Waterhouse of Dunn and Mc- 
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Riding Shoes 
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Carthy, Inc., has recently joined the 
same organization at Auburn, N. Y. 
Since January 1, 1940, “Bill” Water- 
house has had full charge of styling 
and patterns for all shoes manufac- 
tured by Dunn and McCarthy - Enna 
Jettick shoes, Fashion Welds and Fash- 
ion Welts. He will also work closely 
with his father who has been in charge 
of the purchasing of all upper leather 
for Dunn and McCarthy for many 
years. 

Born in Lynn, Massachusetts, Bill 
Waterhouse began his career in the 
shoe business in the cutting and pat- 
tern room of James Phelan & Sen. 
When Murphy, Gorman and Water- 
house succeeded this company, Bill Wa- 
terhouse was put in charge of their 
pattern and upper leather room, even- 
tually working up to become factory 
superintendent. 

History repeated itself, about 12 
years ago, when he became associated 
with Gregory & Read, also of Lynn, 
working in their pattern and upper 
leather room until he was again ap- 
pointed factory superintendent. 


Canadian Production Up 


MONTREAL, CANADA— Production of 
leather footwear in Canada during the 
eleven months ended November ag- 
gregated 23,230,257 pairs which is 
greater than the output of any full 
year excepting 1987 the Dominion Bu- 
reau of Statistics reports. The No- 
vember production amounted to 2,623,- 
356 pairs compared with 2,701,649 in 
October and 1,795,979 in November, 
1938. 
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Inner Soles and Counters 











“CAN INNERSOLES 
MAKE THAT MUCH 
DIFFERENCE?” 






INNERSOLES - COUNTERS - WELTING 
EDGAR S. KIEFER TANNING CO. 


Sales: Chicago, 223 W. Loke St. Boston, 42 Lincoln St. 
TANNERIES AT GRAND RAPIDS, MICHIGAN 








N.R.D.G.A. Holds 29th 


Annual Convention 


New York—‘“Fortify for Forty,” 
was the challenging slogan of the 1940 
annual convention of the National Re- 
tail Dry Goods Association, held re- 
cently at the Hotel Pennsylvania. The 
convention took the usual form of a 
series of business sessions, luncheons, 
dinners and committee meetings, cover- 
ing a wide range of topics, including 
merchandising, ready-to-wear, sales 
promotion, store management, credit 
management, personnel, traffic, de- 
livery, ete. The necessity for consumer 
education and the gaining of consumer 
confidence were considered to be the 
most vital need of every type of store. 
Along with this, the importance of 
proper personnel training .as a guar- 
antee of adequate presentation of mer- 
chandise to the customer at the point 
of sale, was strongly stressed. Mrs. Ty- 
pical Customer—1940, was represented 
by Mrs. Fleming of Hot Springs, Ark., 
winner of the N.R.D.G.A. national 
contest for the best letter on her local 
stores written from the average cus- 
tomers’ point of view. 

The newly elected president of the 
association is Frank McConnell May- 
field, president of Scruggs, Vander- 
voort & Barney, succeeding Saul Cohn, 
president of City Stores Co. Other of- 
ficers chosen by the board of directors 
are: George Hansen, Chandler & Co., 
Ine., Boston, vice-president for New 
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Jasper Blake Gets Decoration 





President P. W. Litchfield, left, of The Goodyear Tire & Rubber Company, Akron, 
Ohio, presented F. Jasper Blake, in charge of New England sole and heel sales 
for the company at Boston, with the Litchfield Medal in recognition of his work 
during 1939 as the company’s best salesman in the United States. Right: R. S. 
Wilson, vice-president and sales manager of the company, who with other execu- 
tive and sales staff men, was present when the award was made. Is he next? 


Akron, O.—A surprise awaited F. 
Jasper Blake, Boston, in charge of 
Goodyear sole and heel sales for New 
England, here, recently. 

Called in on what he assumed was 
a routine sales conference, he found 
the entire sales staff assembled at 
Goodyear Hall and President P. W. 
Litchfield waiting to present him with 
the Litchfield Medal as the company’s 
best salesman in the United States for 
1939. 

Jasper Blake was practically born 
in the shoe business, his grandfather, 
Colonel W. F. Blake, having started 
his own factories in Kensington, N. H., 
in 1843—company carried on by Jasper 
Blake’s father until 1888, when shoe 


machinery replaced many hand methods 

Blake served his apprenticeship in 
the shoe business as a boy. After walk- 
ing four miles each way to school daily, 
he would hurry to the factory after he 
got home and turn out five pairs of 
shoes between then and quitting time. 

He started Goodyear rubber heel 
and sole sales in Boston, has been con- 
tinuously in charge of it and is widely 
known throughout New England. 

The Litchfield Medal awards were 
started by the Service Pin Association, 
composed of the older employees, in 
1926, similar awards being made an- 
nually to men who have done outstand- 
ing work during the year in other di- 
visions of the company. 





England; W. H. Burchfield, Joseph 
Horne Co., Pittsburgh, vice-president 
for the Middle Atlantic States; Oscar 
R. Strauss, Jr., Rich’s Inc., Atlanta, 
vice-president for the South; Fred 
Lazarus, Jr., F. & R. Lazarus & Co., 
Columbus, vice-president for the Mid- 
dle West, and Col. Robert A. Roos, 
Roos Bros., Inc., San Francisco, vice- 
president for the West. The executive 
committee for the new term will consist 
of Mr. Mayfield; Mr. Hansen; Jay 
Iglauer, The Halle Bros. Co., Cleve- 
land; Bruce MeLeish, Carson Pirie 
Scott & Co., Chicago; Major Benja- 
min H. Namm, The Namm Store, 
Brooklyn; and Ralph I. Strauss, R. H. 
Macy & Co., Inc., New York. 

Among the invited speakers at the 
convention was Miss Ruth Kerr. Style 
Analyst for the Calf Tanners’ Associa- 
tion, who addressed the Merchandising 
Division of the Association on the sub- 


ject, “Fashion Forecast for Spring— 
Shoes, Gloves, Handbags, Costume 
Jewelry, Neckwear.” Shoes and ac- 
cessories for Spring, Miss Kerr pointed 
out, will continue to be very important 
as traffic builders and a means to |ar- 
ger gross sales but will not have the 
over-emphasis of the past few seasons. 
“The general trend to classic types, 
classic in the sense . . . of well estab- 
lished successes proven over a long pe- 
riod of time, extends through all ap- 
parel, millinery and accessory styling 
for Spring,” according to Miss Kerr. 
Color plays the leading role and new 
colors compete with classic colors. In 
shoes, the trend is to match the shoe 
to the basic costume color. Black and 
navy in costumes and shoes are of first 
importance. Contrasting colors are 
provided by the accessories. A mixed 
harmony of two or more accessory col- 

[TURN TO PAGE 44, PLEASE) 
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Consumer Movement Considers Shoes 


[CONTINUED FROM PAGE 22] 


to pay. That the retailer believes that the wise 
consumer will not make a fetish of symbols and 
specifications in cases where those symbols and 
specifications don’t bear a definite and clear-cut 
relation to quality or performance. That the es- 
tablished store and business could not live if it 
didn’t observe old-fashioned honesty in every 
statement made about its merchandise. That the 
whole problem was largely a matter of truth in 
advertising—statement and fact. 

Bringing it down to the City of New York alone, I 
emphasized the point that there was remarkably little 
misrepresentation in the selling of shoes for over $60,- 
000,000 is sold annually in this city and that with one 
of the finest policing systems for marketing in the land, 
we had so few cases of merchant error that they were 
negligible. I couldn’t help putting in the dig that if 
customers went to legitimate shops, they would expect 
legitimate merchandise, but if they went to so-called 
cancellation shops ($16 shoes for $1.98) their good 
common sense would know the difference. 

A day after the meeting I received a letter from one 
of the women present who wrote: “I was most grateful 


to you for presenting the merchant’s point of view, em- 
phasizing the consumer’s need for respect for his prob- 
lems. It takes a sense of balance and experience to cope 
with our public-spirited women in their endeavor to 
legislate on everything and anything.” 

The case for industry doesn’t rest on the experience 
of one meeting—for this consumer’s movement is sweep- 
ing the nation and make no mistake about it—it is now 
definitely aimed at shoes. But if we honestly and sin- 
cerely present our case, do a little industrial house- 
cleaning on our own part, we can p) vce ourselves in a 
favorable light with this alert inteiligence now very 
much apparent in women’s group activities. 

One very pleasant thing at the meeting was to hear 
one of the women stand up and say: “I don’t think 
there is any article that gives greater value than shoes.” 
Another said: “My shoes never wear out and so many 
of my friends have said the same thing.” 

We have indeed many friends in the court of public 
opinion, but, nevertheless, we need to be very much 
alert to the direction and scope of this consumer interest 
in shoes, and what goes into them. 





Price Important Topic at 
Brown Dealers’ Convention 


St. Louis, Mo.—“The business outlook 
for Spring is very bright,” said Clark R. 
Gambie, Brown Shoe Company’s vice- 
president and director of distribution, 
in greeting the opening session of 250 
Brown Store-Plan dealers who came to 
St. Louis, recently, for a two-day con- 
vention. “We feel that the merchant 
who is on his toes will enjoy a healthy 
business the next few months. The 
new shoes introduced for Spring and 
Summer are bright and interesting— 
the kind of shoes the consumer will 
want and buy.” 

Turning to the all-important ques- 
tion of price, Mr. Gamble told his lis- 
teners that prices are certain to go 
up providing the war continues. “We 
are now pricing our shoes at nowhere 
Near replacement value, which, of 
course, means that we are averaging 
our raw material costs in figuring our 

ces. Present hide and leather mar- 

are stiff and some types of leather, 
the hides for which are imported, are 
today entirely unavailable.” 
' He continued, “Shoe prices, there- 
fore, have not advanced thus far in 
keeping with the advance in hides. One 
today which tends to keep prices 
down is the fact that retail prices are 
Consumers have got in the 
Rabit of buying shoes at specific price 
The result is a tendency on the 
‘Part of dealers and manufacturers as 
‘Well to accept a lower mark-up than 
: are entitled to. This condition 
wv Wy Sooner or later, have to be cor- 


Mr. Gamble sounded a definite warn- 
ing to deaiers with respect to inven- 
tories. He said, “Don’t forget 1920. If 
the war continues and prices continue 
to advance, be sure to build up a cush- 
ion against the inevitable break in 
price when the war is over. Keep your 
inventories within reason.” 

Ed Pankau, manager of the Store 
Plan Division of Brown Shoe Com- 
pany, served as general chairman of 
the convention. The program was 
planned in such a way as to give the 
dealer, first, a general picture of the 
economic situation and its relation to 
his business for Spring, 1940; second, 
the complete style picture for Spring 
based on influences that have devel- 
oped as recently as the National Shoe 
Fair; third, to portray the full signifi- 
cance of the merchandising plans be- 
hind the Air Step, Roblee, and Buster 
Brown lines for Spring; fourth, to 
emphasize the real selling power gen- 
erated by the national advertising 
campaigns on these three major lines 
and how the dealer can cash in on 
them through proper local tie-up. 

Other features of the program in- 
cluded group meetings dealing with 
various phases of scientific store op- 
eration. Featured speakers included R. 
B. Brown, sales manager of the Wo- 
men’s and Children’s Division; H. B. 
Hall; Carl Fliegner; W. G. Hunt; and 
C. H. Phillips cf the Women’s Styling 
and Merchandising Division; W. H. 
Ogden, sales manager of the United 
Men’s Division; L. C. Lyda, men’s 
stylist; Walter Menke, Juvenile Divi- 
sion; and A. G. White, advertising 
manager. 


A fitting climax for the business ses- 
sions was an inspiring talk by Zenn 
Kaufman of New York. His subject 
was “The Value of Showmanship.” 


Ohio Leather Co. 
Elects Officers 


Grrarp, O.—F rederic H. Becker, gen- 
eral manager, has been elected to a 
new vice-presidency of the Ohio 
Leather Co., in addition to his present 
duties. Victor G. Lumbard was re- 
elected president; Phillip H. Schaff, 
vice-president and treasurer; Joseph 
H. Hochadel, secretary and assistant 
secretary; T. J. Dillon, auditor; and 
David W. Granger and Paul N. Knauff, 
assistant auditors. 

William W. Thornton was elected a 
director to fill a position long vacant. 
Directors reelected were Lumbard, 
Becker, Paul Wick, Attorney Charles 
F. Smith, William H. Foster, Oscar F. 
Gayton, Rollin C. Steese, Lloyd Booth, 
and Bertram Lustig. 


Moving to Remodeled 
Building 
CoLuMBIA, TENN.—Harry W. Frier- 


son will move his shoe store across the 
public square to a building now being 


remodeled for his use. Improvements 
at the new location include a new front 
and modern interior shelving and dis- 
play features. Mr. Frierson had sold 
shoes at the former location for the 
past nine years. The move will be made 
early in February. 
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SALESMEN WANTED 


POSITION WANTED 


FOR LEASE 











OHIO TERRITORY OPEN 


America’s Fastest Selling 


Line of Ladies Novelty Foot- 
wear to Retail at 
$3.00 $4.00 $5.00 


Now open for a real live-wire 
salesman with experience, to travel 
this territory of Ohio, including 
bordering towns of West Virginia 
and the Northern part of Ken- 
tucky. Only men need 
apply, stating all qualifications and 
full ces in your first letter. 
Immediate responses will be given 
first consideration. 


Bond Shoe Co. 
144 Duane St., New York, N. Y. 











R =TAIL SHOE SALESMAN, Gentile, ex- 
perience in high grade men’s and women’s 
shoes. Address $563, care Boot & Shoe 
ee 239 West 39th Street, New York, 





A? SALESMAN WANTED: Manufacturer 
of -known line of women’s popular priced, 

shoes fas desirous of securing the serv- 
ices of an up rer Ry young salesman who 
can hit the high spots sell the bigger dealers. 


and be able to furnish satisf: references. 
te 5 6 See epee ae ull house co- 
ion for a young has ambi- 


get @, Sing Repeeder, 200 West 39th Street, 





BUSINESS OPPORTUNITY 


B USINEsSS CEPORTUNTTY—To one who 
has Can be- 





have good refi 

}, nad “The Right Man Located in southern 
Population 25.000. Address 33 care 

Boot & Shoe Recorder, 239 West h Street, 

New York, N. Y. 





$10,000 ce ne, ee in it 


returns; investment securely ‘ 
Berger, 106 Myrtle Avenue, Westfield, N. J. 





YOUNG MAN CAPABLE OF 
ASSUMING RESPONSIBILITY 
married, college graduate; 11 years general 
office experience; varied background: management, 
accounting, addressograph, typing; can adjust self 
to your business; references. 
Address 568, care BOOT & SHOE 7% ang 
239 West 39th Street, New York, WN. 











RETAIL EXECUTIVE wants responsible 
position—20 years experience own business— 
specializing women’s corrective footwear. Thor- 
ough knowledge— managing, merchandising, 
buying, promotion, styling, fitting. Capable 
operating one or more stores, ire oppor- 
tunity to demonstrate ability. Finest reference 
available to anyone interested.. Age 42. Ad- 
dress $569, care Boot & Shoe Recorder, 239 
West 39th Street,, New York, N. Y. 





ACCOUNTANT — 37, married, university 
graduate; sixteen years with New York shoe 
chain as office manager; future more important 
than —— salary; will travel. Address $574, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





FOR SALE 


FOR SALE: In New Engiand’s best small 
town, a long established store; only one 
in shopping area; modern front and interior; 
clean stock; low rental; pleasant owen 5] excel- 


portun: ex Ad- 
dress $564, care Boot & She Recorder, 239 
West 39th ‘Street, New York, N. 








POPULAR priced Family Shoe Store in city 
of 38,000. Reason, poor health. Write _— 
Feldman, Sioux Dakota. Addres 
$570, care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





FS < aS SALE, $10,000. established re 
tail bus upstairs location, in New ee. 
land city of 2 26,000 . 








ind floor 
fixtures, 
basis with no guara: 
-to-wear store. Amp!: 


FS. LEASE: Fully equipped 
department, including i 
on ‘strictly 
cone, in successful 
rmanent window display. Sidney's, 501 S 
Selivenea Street, Roanoke, Va. 





LINE WANTED 





LIE WANTED FOR SOUTHERN TE! 
RITORY: Well-known salesman who for 
some years has covered the Southern territory 
and has a large following with better grade 
buyers, is desirous of securing a good line ot 
shoes for this territory for the coming season 
Thoroughly reliable in every sense of the word 
and can produce results with the right | 
Best of references furnished. Address 2575, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








Quality Show in Early May 


New YorK—Fashion shows opening 
the quality shoe-selling seasons will 
be held in early May and November 
in New York under the direction of 
William R. Parrott, according to an 
announcement this week following the 
decision of the members of the Shoe 
Fashion Guild to suspend operations 
of the Guild. 

Mr. Parrott will conduct the hotel 
sample showings as a private under- 
taking, retaining those features of 
operation (admittance by invitation, 
etc.) characteristic of previous Guild 
undertakings. 

Nineteen manufacturers, most of 
whom were members of the Guild, al- 
ready have given assurances of their 
participation and a date has been 
agreed upon for the May show. Mr. 
Parrott has engaged three floors of 
the Hotel Biltmore and predicted that 
at least thirty-five manufacturers 
would participate. Recent Guild show- 
ings had nineteen to twenty exhibitors. 

The showings will, as formerly, be 
limited to producers of shoes retailing 
at 8.75 up, and admission will be by 
invitation. Mr. Parrott will make his 
offices at the Empire State Building 
until February 1, after which he will 
establish headquarters at the Biltmore. 





address should be counted. 





CLASSIFIED ADVERTISING RATES 

‘osition and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini 
charge, 75 cents. For all other classified advertisements word. 

When a box number is desired twelve words should be added for the address. In all other cases each word of the 


a ee ee > Cree, om Ga Ee senor of 46 woods 


Classified advertising is payable in advance. 
8 Advertisements for this page must be in our New York office on Friday of the week preceding publication. 


the rate is 7 cents per 


Minimum charge, $1.25 
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Shoe Forum by 
Women’s Clubs 


New YorkK—A forum on shoes was 
conducted by the Department of Eco- 
nomie Adjustment of the New York 
City Federation of Women’s Clubs on 
Monday, January 15. Julia K. Jaffray, 
as chairman of the meeting, indicated 
the amount of preliminary study that 
had already been completed by the 
group, as well as the success of the 
Federation in its consumer work of 
identifying such materials as rayon, 
silk, linen and wool. 

The first speaker of the afternoon 
was I. R. Glass, economist of the Tan- 
ners’ Council of America. He illus- 
trated by moving pictures and dialogue 
the wide scope of tanning and its 
world-wide search for hide skins and 
tenning ingredients. He illustrated 
graphically the complexities of leather. 

The next speaker was Louis G. 
Feman, chief of the Shoe Division of 
the Central Needle Trades High School, 
a vocational teacher of national repute 
(and at one time a shoe manufacturer) 
whose lecture included the display of 
all types of shoes and the complicated 
system of shoe manufacture to satisfy 
the individualistic wants of men, wo- 
men and children. 

The third speaker was the editor of 
the Boor AND SHOE RECORDER, who 
summed up the case for the merchant 
and emphasized the importance of edu- 
cation and truth in advertising rather 
than in label identification. 

The open forum which followed indi- 
cated the great interest of the women 
present in the subject of shoes. Many 
comments were made favorable to the 
economy and service of shoes. 


Opens New Shoe Store 


DyerspurG, TENN.—Paul Potter has 
sold a shoe repair business which he 
has operated for the past five years and 
is opening a modern shoe store. He has 
the exclusive agency for the Health 
Spot line. 


Brooks Heads 


Macon Retailers 


Macon, Ga—Frank F. Brooks was 
dected president of the Macon Shoe 
Retailers’ Association at an organiza- 
tion meeting held recently at the Hotel 


psey. 

Other officers elected for the coming 
year were J. W. Rycroft, vice-presi- 
dent; Harrold K. Burton, secretary, 
and D. Frank Hardwick, treasurer. 

Following a report by a committee 
consisting of J. L. Stephenson, Tal- 
Madge Hall, Fred Arnold, Mr. Hard- 
wick and Mr. Brooks, a constitution 
and by-laws were adopted. 

A dinner meeting will be held by the 

tion once each month, the first 

ng being scheduled to take place 

o February 7, the place to be an- 
Dounced later. 


Northwest Shoe Travelers 
Assist Retailers’ Association 


MINNEAPOLIS, MINN.—Details of the 
program whereby members of the 
Northwest Shoe Travelers’ Association 
will cooperate with the Northwest Shoe 
Retailers’ Association in securing mem- 
bers for the latter group were discussed 
at a meeting of the travelers recently 
at the Radisson Hotel in Minneapolis. 

“The travelers are in a better posi- 
tion to contact the various merchants,” 
it was explained by Tod Gallagher, 
Freeman Shoe Corp., the new president 
of the Northwest Travelers. Mr. Gal- 
lagher was elected at a meeting De- 
cember 23 in Minneapolis. Other new 
officers are Harry Kratz, Johnson, 
Stephens & Shinkle Shoe Co., vice-pres- 
ident; and Henry Thorson, Craddock- 
Terry Shoe Corp., secretary-treasurer. 

Mr. Gallagher explained that in ex- 
change for this cooperation on the part 
of the travelers, the retailers’ organiza- 
tion will require that all exhibitors at 
future conventions hold memberships 
in the travelers’ association. 


Kennedy Store Sold 


RocHESTER, MINN. — The Austin 
Kennedy Shoe Store has been pur- 
chased by Richmond Bootery of Bis- 
marck, N. D. Possession will be taken 
February 1. The store will be re- 
modeled. The Austin Kennedy estab- 
lishment was known until six months 
ago as Blakely & Kennedy, in business 
in Rochester for 42 years. 


Schiff Sales Up for Year 


CoLumMBus, O.—Sales of the Schiff 
Co. totaled $13,308,243 during 1939, 
as compared with $12,547,723 in 1938, 
or a gain of 6.06 per cent for the year, 
reported O. H. Ryerson, treasurer. 
Sales for the month of December were 
$1,817,890, compared with $1,670,941 in 
the same month last year, or a gain of 
8.79 per cent. 


General Sales Volume 
Up in Ohio 

CoLumBus, O. — Report of State 
Treasurer Don H. Ebright, covering 
the 3 per cent sales tax collections in 
Ohio for 1939, reflected an increase in 
sales volume generally among the vari- 
ous retail classifications, as compared 
with 1938. In the retail shoe classi- 
fication, an increase of 8.8 per cent in 
sales tax collections was recorded for 
the year as compared with 1938. Men’s 
clothing registered a 15 per cent in- 
crease in sales tax collections, and 
women’s apparel a 15.5 per cent in- 
crease. This compares with an in- 
crease of 16 per cent for all classifica- 
tions of retail trade, as compared with 
1988. The chain store apparel classifi- 
cation showed a 27.5 per cent increase 
for the year, and the mail order chain 
store classification showed the largest 
gain of all for the year, with an in- 
‘crease of 64.4 per cent. 


[43] 





WANTED TO PURCHASE 








BUYERS OF 
MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded or unbra: . Generous prices. 
Write, wire or phone. 
BARSH & CEASAR 
14 S. Third St. Philadelphia, Pa. 
Phone Market 9139 








Buyers of Surplus Stocks 


We will surplus entire stocks of cheeses 
oun eae jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 
106 Duane St. New York 
Phone WOrth 2-5877 and 5378 








WE BUY 
Batire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 


ity, Arch Preseryer, ty, 
tonians, Stetson, Cross, Nunna-Bush, Bte. 


IRVIN RUBIN 
“The House of Jobe” 
88 Reade St., Cor. Church 
Phone Barclay 7-7887. New York Olty 











SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180-5181 














MERCHANTS’ NEEDS 








No Mis-Mates with Mate Marks 
2450 2450 2450 








Dickerson Officers Reelected 


CoLtumsus, O.—Walker T. Dicker- 
son has been reelected president and 
treasurer of the Walker T. Dickerson 
Shoe Co.; other officers renamed in- 
cluded H. Gordon, vice-president and 
superintendent, and Charles G. Schri- 
ner, secretary. These, together with 
Walter M. Zuber and Walter Reiter, 
comprise the board of directors. Mr. 
Dickerson reported that business dur- 
ing the past year has been the “most 
successful in the history of the organi- 
zation.” Mr. Dickerson formed the 
company nearly ten years ago, the 
firm having previously operated under 
the name of the Riley Shoe Manufac- 
turing Co., which was incorporated ‘in 
1906. 





